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A reputation for handling 
the best sheets probably 
wont get you all the 
sheet business in your 
community, but it will 
get you a-big share of it. 


Te 
USS ROOFING and SIDING SHEETS 


UNITED. STATES SITEBEG 


CARNEGIE-ILLINOIS STEEL Sie EE quence COAL, IRON & R.R. COMPANY 


Pittsburgh and Chicago Birmingham 


COLUMBIA STEEL COMPANY AMERICAN STEEL & WIRE COMPANY 
San Francisco Rockefeller Building, Cleveland 


UNITED STATES STEEL PRODUCTS COMPANY, New York, Export Distributors 
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NEW STYLE 
NEW VALUE 








Entirely NEW 
Trade-Winning 
~  .,. Big Value 


TART this new style-designed BOND No. 2298 2-cell 
focusing Bronz-lite selling big right now! Vacation 
leader. Red hot for looks! A humdinger for service. Re- 
tails complete at only 99c. Solid golden bronze 500-foot 
range Spotlight, with Famous BOND Features. New 
extra-value Three-position Locking Switch-TWO IN 
ONE. Bulb shock absorber. Candle-lite feature. Octagon 
non-rolling lens ring. Folding ring hanger. Mazda lamp. 
Comes in Deal No. 980, packed in a colorful FREE 
display package ready to start right in selling. 


BOND ELECTRIC CORPORATION 
New Haven, Conn. Chicago, Ill. San Francisco, Calif. 
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Two of 15 paem 
patterns whic 


comprise the 
crestoloy Plier 
line. 


PLIER 
UTTING 
EVERY © 1s TEST 





Ask for reprints 





ALERS: 
= this series of 3 ade = 
y salesmen. They 





your 







SELL with them. 





@ After cutting a piece of hardened plow steel wire in the Testing 

Machine shown at the upper right, every individual Crestoloy 

Cutting Plier must then cut cleanly through a strip of .003” bond cat T 
iT 


er so that the end drops free. EN 
pap P igh THIS TEST 
Consider the significance of this test. Few ordinary pliers can 


withstand this hardened steel wire, so the paper-cutting test fol- 
lows to prove that cutting edges have not been nicked... are 
still keen, exactly parallel and meet precisely within the thick- 
ness of a human hair. 


And then there’s the “Strain Test” pictured opposite. Jaws are 
blocked open and pressure ranging from 120 to 350 lbs., accord- 
ing to type of plier, applied to the handles. Tremendous ‘distor- 
tion results, but the tool must resume its original shape with 
joints working freely or it does not pass the inspector. 


° 
Is it any wonder that Crestoloy Pliers are superior? Next time 
specify “Crestoloy” for the true economy of super-performance. 


CRESCENT TOOL COMPANY = JAMESTOWN, N. Y. 
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REACH NEW HIGH 


It's tops for style... and selling 
appeal, this ultra-modern Bullet 
Beam exclusive with Ray-O- 
Vac... Rhodium plated... 
that retails at $1.50 com- 
plete. And Silver Stream, 

bale} dal-s all a¢-b' OAE-Volb dle hiie 

bate My bbat-Wme(-1-3 (opel lol ab aed aate 

ium plated, retails at 

$1.25 complete. 

Order now from 

your jobber. 


At the left, the smart Ray-O-Vac 
Armored Top long-life Unit Cell 
packed with super-power, and 
shipped to you in colorful dis- 
penser. 10c Seller. Deal of 48 
brings you $4.80, costs you $3.12. 
zz 


0-VAC COMPANY 
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Seine who buy Bethlehem Bolts and Nuts remember this bright, 
attractive label. They have excellent reason to; the label marks a brand 


of threaded products that gives thorough satisfaction—bolts and nuts with 
clean, accurate threads; every piece exactly to size; sharp corners and a full- 
size head that give a sure, firm wrench grip. 

Why not order a representative stock of Bethlehem Bolts and Nuts from 
your jobber this month and give them a try ? 
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The big Florence line is the 
talk of the trade. Twenty-four 
heaters on parade: a model for 
every need and pocketbook—a 
sale for every prospect! 

New beauty, new features, and 
a new high standard of depend- 
ability in powerful vented Circu- 
lating and Radiant Heaters with 
sleeve type or pot type burners; 
non-vented Cabinet Heaters with 
wickless kerosene burners, Kit- 
chen Heaters, Garage Heater, 
Portable Room Heaters. 

See them at the July Furniture 
and Housewares Shows at 





FLORENCE STOVE COMPANY 


General Offices and Plant, Gardner, Mass.; Western 
Offices and Plant, Kankakee, Ill; Sales Offices: Mer- 
chandise Mart, Chicago; New York, Boston, Atlanta, 


Dallas and San Francisco. 








CHICAGO: Perimanent Exhibit 
at 1475 Merchandise Mart. 

HIGH POINT, N.C.: Southern 
Furniture Exposition Building, 
9th Floor; July 19th-31st. 

NEW YORK CITY: House- 
wares Show, Hotel Pennsylvania, 
Rooms 520A and 522A; July 
11th-17th. 

Send for catalog and advertis- 
ing plans. Learn about the Flor- 
ence Budget Plan to help you 
finance time sales. Plant your 
heater profits now. 
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Florence Circulating Heat- 
er Model CH29B, with 
sleeve type burners and ra- 
diant heat control shutters. 
It heats, humidifies and cir- 
culates the air throughout 
the home. 
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RUBBERSET FILLS NATIONAL DEMAND 


FOR SIMPLIFIED BRUSH ASSORTMENT 





AND YET INCLUDES 
A BRUSH FOR 
EVERY PAINT AND 
VARNISH JOB! 


THIS ALL-PURPOSE ASSORTMENT 
is packed in a snappy orange-and-black wood dis- 
play. It includes 914 dozen varnish and paint 
brushes, with a wide range of popular prices. 





RUBBERSET 


PAINT BRUSHES 
Are the ( 
Beles 











EALERS everywhere asked Rubberset for a 
high-profit, quick-turnover assortment of 
paint and varnish brushes. All dealers wanted a 
line that took in nothing but fast-moving models 
—and still included a brush to meet any painter’s 
demands. Now Rubberset fills that demand—in 
the new sell-on-sight All-Purpose Assortment. 
This Rubberset deal is the biggest step forward 
the paint brush business has had in 10 years be- 
cause it cuts down inventory, increases turnover 
and makes quick profits. The display itself acts as 
an “extra salesman” for your store. It puts the 
brushes right out where all your customers will 
see them and want them. And there isn’t a dust- 


gatherer in the lot. Every brush included is a 
tested and proven best seller. 

Only pure Chinese bristles are used in these 
Rubberset Brushes. Ferrules are bright-finished — 
handles are painted neatly in assorted brilliant 
colors. Naturally, every brush is set by the famous, 
original and only genuine Rubberset Process. The 
bristles can’t come out. And, for additional pro- 
tection, each brush is guaranteed. 

Order your All-Purpose Assortment today. 
Cashin on heavy summer demand with the brushes 
you are SURE your customers will like! Write 
your jobber or to Rubberset Company direct for 
the amazingly low price on this assortment. 


Genuine 


RUBBERSET PAINT BRUSHES 
mn Sell-on-Sight 


THE RUBBERSET COMPANY « ESTABLISHED 1873 © NOW UNDER THE OWNERSHIP OF BRISTOL-MYERS CO. 


56 FERRY ST., NEWARK,N. J. ® 37 SOUTH WABASH AVE., CHICAGO ® 
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On the “Up and Up’”— 


Most everywhere there is evidence of an increased 
interest in roller skating. This popular sport is en- 
joyed by people of all classes and all ages—school 
children, college students, factory, office and store 
employees, business men and women, society folk, 
motion picture stars and actresses—all find roller 
skating a healthful and enjoyable pastime. 


Roller skating provides just the right exercise to 
keep people physically fit. And thousands of hard- 
ware dealers are profiting by the sale of 


UNION HARDWARE 


Ball-Bearing Extension Roller Skates 








These popular roller skates are made strong and 
durable to give skaters complete satisfaction. 
They sell at reasonable prices. 


ALL PARTS are made from the finest cold rolled 
steel. The TRUCKS are oscillating with the best 
rubber cushions—skaters can turn in a three-foot 
circle. Their smooth BALL-BEARINGS insure 
speed and ease. The STRAPS are made of good, 
serviceable leather. A formed STEEL LOOP pro- 
tects the straps and prevents their being cut or 
pulled out. The ADJUSTMENT is quickly and 
easily made and holds securely. 

The EXTENSION feature makes one skate an- 
swer for practically all sizes. A large stock is 
unnecessary. 

Union Hardware Roller Skates are easy to sell, be- 
cause nationally and favorably known. Keep sup- 
plied. Send for Latest Roller Skate Catalog. 


Please Order from Your Jobber 






No. 7 
For Boys 
and Girls 





HARDWARE COMPANY 
rar allah Ds 
TORRINGTON, CONN. 


NEW YORK OFFIC IS|'CHAMGERS STREE 


For Boys 
and Girls 









No. 130 

For Men 
No. 130 L 
For Women 







No. 140 
For Men 


No. 140 L 
For Women 
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‘These J&L nails 


drive straight. . 


hold tight.” 


“‘T found that 
out...that’s why 
I am back for 


7 
more. 


LL nails look alike, yet there 
és a difference. If your cus- 
tomers buy one lot of inferior 
nails that are not perfectly pointed 
.. bend or break in driving... 
your reputation for selling good 
merchandise suffers. 
Therefore ... be sure you stock 
the best. Buy J&L Nails... 


are made of steel especially se- 


they 


lected for uniform strength and 


stiffness ...are accurately formed 


and pointed by special automatic 
machinery. J&L Galvanized 
Nails, in the Green Keg, are 
smoothly coated by an improved 
hot process for resistance to cor- 
rosion...for long life and 
economy. 

For repeat sales to satisfied cus- 
tomers... for faster turnover... 
stock J&L Nails and other Jones 
& Laughlin Wire Products. See 


your J&L Distributor . . . today. 


JONES & LAUGHLIN STEEL CORPORATION 


PITTSBURGH, PENNSYLVANIA 
MAKERS OF HIGH QUALITY IRON AND STEEL PRODUCTS SINCE 1850 


JULY 1, 1937 














— 








You can establish a reputation 


for carrying the very finest 


Garage Hardware! 
Mororcar owners are usually mechan- 


ically-minded and quick to appreciate 
the many fine features which distinguish 


National 


TROLLEY GARAGE DOOR SETS 


Regardless of the number of doors, whether 
the garage requires a two-, three- or four- 
door installation, the National line has a set 
admirably suited to serve it. 









Nos. 812 and 813 Trolley Garage Door Sets 


The three sets illustrated include all the nec- 
essary hardware for a first-class installation. 
with no additional parts needed. 





Nos. 815 and 816 
Three-Door Trolley Garage Sets 


There is a distinct sales advantage in selling 
sets complete—neatly packed and labeled to 
facilitate easy handling. Your trade too will 
appreciate the fact that parts are designed 
and built to operate in frictionless coordina- 
tion— promoting long life. 
National roller-bearing hang- 
ers carry the weight of even 
the heaviest doors with ease. 





Nos. 817A and 817B 
Two-Door Trolley Garage Sets 


Join the successful group 

\atowa. of National dealers today. 

hast Write for further details. 
NATIONAL 





National Builders’ Hardware is sold 
direct to the retail dealer—a policy 


MANUFACTURING CO. 
that promotes quality, service and No. 855 
direct selling cooperation. Swivel Trolley Hanger STERLING - ILLINOIS 
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EMPIRE 








TOR ALMOST A EMPIRE 
HAS SUPPLIED THE AGRICULTURAL FIELD 


7} VEN back when the chilled plow first came into use in 1850, | 
+ RB & W had been supplying EMPIRE Plow Bolts to the | 
makers of its predecessor, the iron-bound ‘‘sod-buster,” for five 
years. Now, as then, EMPIRE and R B & W have continued to 
represent quality, service and satisfaction to user, jobber and retailer. 



















EMPIRE Plow Bolts have heads and threads produced to close 
tolerances, resulting in unusual accuracy, materially speeding assem- 
bly operations, preventing Jjamming.and stripping. Improved metal- 
lurgical control of materials, processes of handling raw stock, design 
of precision machinery, methods of manufacture, control of uni- 
formity—all these also have maintained the original leadership of 
EMPIRE Plow Bolts for nearly a century. 


Unusually large stocks, available for shipment in rush seasons as 
well as slack, are an additional factor assuring user satisfaction. The 
jobber and retailer concentrating on EMPIRE Plow Bolts can feel 
certain of a customer-acceptance built up over a long period of fair 





dealing and product excellence. Manufactured and stocked in all 


standard and many special sizes and shapes. 


RUSSELL, BURDSALL & WARD 
BOLT AND NUT COMPANY 














BOLTS 
Carriage * Machine * Lag * Plow 
Stove * Elevator * Step * Tap 
Wire Wheel & Rim ¢ Battery 
U-Bolts * Semi-Finished 
Automotive Replacement 


NUTS 
Cold Funched ¢ Semi-Finished 
Hot Pressed * Case Hardened 
Slotted © Castle 


PINS 
Clevis * Hinge 
RIVETS 


Standard 
Tinners’ * Coopers’ ¢ Culvert 


SCREWS 
Cap * Machine * Hanger 
WASHERS ue 
Plate * Burrs Ss, 
t a 
MATERIALS i 
Alloys 


Steels * Non-ferrous Metals 


RODS 
Stove * Seat * Ladder 


PLATED PARTS 
Cadmium ¢ Zinc * Chromium 
Nickel * Hot Galvanized * Copper 

Tin 
SPECIAL UPSET AND 
PUNCHED PRODUCTS 





sae 




















KK ACH succeeding year of R B & W history has progres- 
_4 sively strengthened and developed the sound policies 
established when the business began. 

New and better raw materials have come into use, yet 
rigid inspection, strict metallurgical tests and careful prep- 
aration for manufacture are as closely enforced today as 
ever betore. New and improved precision machinery has 
been developed, but, as in the past, most of the new ideas 
in Bolt, Nut and Rivet manufacture are still emanating 
from RB& W plants. Greater accuracy in finished product, 
with closer tolerances and cleaner finishes, is expected today, 
yet here again R B & W has led the way with more progres- 
sive methods of manufacture, control and inspection. In- 
creased production facilities and larger stocks are required 
today—and R B & W continues to meet such demands with 
three strategically lotated plants and thousands of feet of 
storage space, carrying the widest range of types and sizes. 
The number of customers, spread over world-wide territory, 
with more diversified requirements, has grown; and here, too, 
R B& W has met the situation through Advisory Engineers, 
Sales Offices, Sales Service Men, Distributors, Jobbers and 
Retailers. 

Thus since 1845, age and experience have improved 
R B & W products and service—so that today, as then, 
EMPIRE Bolts, Nuts and Rivets represent the world’s 
standard of Leadership and Quality. 








ANNOUNCING 


THE 1937 EDITION OF 


“EXPENSES” 


A CONVENIENT YARDSTICK FOR DETER- 
MINING HARDWARE STORE EXPENSES 








¢ How do your expenses compare with those of other 


hardware stores? How much should you pay your sales- 
people? How much should a salesperson sell? Are your 
profits above or below the average? 

¢ These are some of the questions that the new, up-to- 
date edition of “Expenses” will help you answer. Have 
you received your complimentary copy? If not—fill in 
and mail the coupon below—and we will see that your 
copy is delivered to you promptly. 

THE NATIONAL CASH REGISTER CO. 


Merchants Service Division 
Dayton, Ohio 

Gentlemen: Please deliver to me a copy 
of “‘Expenses.’’ | understand there will 
be no charge or obligation. 
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Hardware Buyers Say: “This 
Buyer's Guide Is Indispensable.” 


THEY TURN TO IT INSTINCTIVELY WHEN 
“LOOKING UP” NEEDED MERCHANDISE 






The 


1937-38 Edition 
of the 


ANNUAL 
MERCHANDISE DIRECTORY 
NUMBER 


of Hardware Age— 


the Only Buyer’s Guide in the 
Hardware Trade will be pub- 
lished on 


JULY 29 


Wirn this new edition of the Buyer’s Guide, you will be able to locate in a jiffy the sources of 
supply to fill any orders you receive. You will have at your fingertips the names and addresses of more 
than 13,000 manufacturers of all products of interest to the hardware buyer, listed by products for 
ready reference. The book contains 5,000 Main Product Headings—52,000 listings in all. It also 
brings you listings of Manufacturers’ Trade Names and Jobbers’ Brands, together with many charts 
and tables which will show you how to Figure Resale Prices on Screen, Wire, Rope, Sashcord, Nails; 
—How to Figure Stock Turnover, Net Profits, the Cost of Doing Business, the Equivalents of “Each” 
and “Dozen” Prices and the Selling Price on Any Article, a Glossary of Builders Hardware Terms. 


Don’t miss your copy! Make sure that your subscription is in good order. This will insure 
you receiving your copy of the Directory Number promptly upon publication. If your subscription is 
ready for renewal—take care of it at once, send in your remittance today! 

If you are not a subscriber to Hardware Age and are not familiar with the Directory Number 
and how helpful it and other issues of Hardware Age will be to you, ask your friends who do sub- 
scribe. You will surely find a subscriber to Hardware Age near you, since Hardware Age goes to 
dealers and jobbers in 6,809 cities, towns and villages. 

Pin your check or $1 bill to the coupon below, sign it and mail today so that we can either enter 
your subscription or renew it and reserve for you your copy of the Merchandise Directory Number. 


Hardware Age 
239 West 39th Street Re OE Ee 
New York, N. Y. 

Enclosed is my remittance of $1.00 (Canada $2.00—Foreign countries not taking domestic rates, $2.50) for which 
please enter my new ........ (or renewal ........ ) subscription to Hardware Age for one year (twenty-six issues includ- 


ing the “Annual Directory Number” to be published July 29th). 
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Most important news that lamp 
buyers can read is given below 


—\ 


Seti 


. _ >. 





...Be sure that 
the lamps you buy 
are tagged with this 
CERTIFICATION TAG 


ORDER YOUR I-E-S 
BETTER SIGHT LAMPS EARLY 


Get an edge on competition. Get in touch with 
your I.E.S. Better Sight Lamp Maker and place 
complete Fall orders for I. E.S. Better Sight 
Lamps. Make them non-cancellable. Do more 
than order samples. Order stocks. Get the fac- 
tories making and shipping for you in July 
and August. You can sell lamps you have...you 
can’t make profits on lamps you expect to have. 


This is not an attempt to stampede you into 
ordering. It is simply a frank, friendly piece 
of advice, passed to you in advance for your 
consideration, so that you may prepare for 
greater volume and increased. profits this Fall. 


Everything points to an even greater demand 
than last year when buyers wired, telephoned 
and made personal calls at the factories to try 
to get more lamps. 


The new Fall campaign, bigger than ever, 
featuring 100,000,000 advertisements... 
the build-up of previous campaigns. . . the 
greater public interest...the widespread 
consciousness that bettér light means better 
sight...the word-of-mouth advertising of 
millions of satisfied users . . . all these things 
are sweeping the I. E.S. movement to a 
new buying peak. ; 


TAKE NO CHANCES... AVOID DISAPPOINTMENT 


Manufacturers can meet early demands easily, 
provided you supply the only missing element 
and that is time. If we give them two months 
—July and August— production will almost 
double fall deliveries. 


Place larger, non-cancellable orders with your 
manufacturers and specify definite shipping 
dates. For further information, write to... 


le-E°S BETTER SIGHT LAMP MAKERS 
2116 Keith Building * Cleveland, Ohio 














LES Seller Supt Samps | 


TRADE MARK 





JULY 1, 1937 15 











BUTT HINGES 


PATENT APPLIED FOR 





The modern hinges that can never squeak at the joints 
because they are equipped with Oilite Bearings, that 
remarkable oil-impregnated metal, combining durability 
with smoothness and silence of a self-oiling composition. 
Oilite or ball bearing equipped Butts optional at same 
price. Your jobber can supply you. 


McKINNEY MANUFACTURING COMPANY, PITTSBURGH, PA. 














Self lubricating Oilite prevents squeaks. 
That is why McKinney Oilite Bearing 
Butt Hinges will never squeak at joints. 


Water pumps can’t wear it out—Heat 
... abrasion .. . speed cannot wear out 
Oilite Bearings. 

















High frequency doors function per- 
fectly twice as long when equipped 
with McKinney Oilite Bearing Butt 
Hinges. Tests indicate that 2 million 
cycles and more are to be expected. 


Clutch Bearings can’t break it down. 
They require a self-lubricating non- 
wearing bearing...and Oilite stands 
up. For the same reason Oilite bearings 
stand up in butt hinges. 


DESIGNERS OF GOOD HARDWARE FOR 72 YEARS 
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A Clean, Accurate Job! 


LEAN-CUTTING edges and absolute accuracy 

of size have made the genuine Russell Jen- 
nings Auger Bit the undisputed favorite of cabinet 
makers, furniture repairers, pattern makers, and 
competent wood workers generally. 


Russell Jennings Bits are all sized to micrometric 
accuracy, hand sharpened, and finally tested for 
| edge and strength in a hickory test block! With 


| . 
| such thoroughness, quality tools must result. 


Almost any bit will satisfy the man who merely 
| wants to make a hole in a board; but, to gain the 
| friendship and business of the craftsman who knows 

bits, or the experienced amateur, recommend and 
| sell the genuine Russell Jennings Bit. Your jobber 
| has it. 






\ = | | | 


O © 
AUGER BITS 


Manufactured Only by 


THE RUSSELL JENNINGS MFG. CO. 
CHESTER, CONN. 
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moon. 1B. Snowy-white finish 
Baar washing action... 
EASY | Dual-Release Wringer 
_ automatically stops rol 

throws them wide apart. ; 


combined wreraatgr action 
Dryer. Assures a) ~vigt 
safety. Saves 

ing time, and ti 
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Here are three reasons why 


EASY Dealers lead in Sales and Profits 


20% more gross profit on every washer sale! That’s how the 1937 rec- 
ord of the average EASY dealer compares with his competitor. You, 
too, can make more money by selling EASY Washers and Ironers. 

And there’s a reason for it. EASY has produced a proved formula to 
increase sales and profits of EASY dealers. ...a formula developed by 
sixty years of successful operation. . . pre-tested. 

Ride with the winner ... it’s EASY. Sales and profits for EASY dealers 
are better than ever in 1937. This is a big year for EASY dealers. 
Write today for EASY profit plan, the EASY way to make more money. 


EASY WASHING MACHINE CORP., SYRACUSE, N. Y. 





]_ THE WORLD’S FINEST LINE OF WASHERS AND IRONERS 
Offering these outstanding advantages 


SPIRALATOR WASHING ACTION... pat- EASY DAMP-DRYER.. . Fast spinning 
ented by EASY. Gets clothes whiter by basket whirls more water from clothes. 
flexing out imbedded dirt. Cuts washing Affects 9 major savings in time, labor. 
timeone-third. Reduces washing wear 50%. Completely enclosed . . . absolutely safe. 
Eliminates tangling. MODELS IN GLEAMING WHITE... EASY 


TURBOLATOR WASHING ACTION... Now dealers are cashing in on the current vogue 


* for modern design by selling EASY models 
red = = — gers = or — that were styled in anticipation of the new 
-zone efficiency. Specially construc trend, 


vanes assure thorough, uniform washing in 
MORE FEATURES THAN ANY OTHER WASHER. 


top, middle and bottom of tub. 

DUAL-RELEASE WRINGER A faster, safer 
wringer. Hands cannot pass Safety Shield 
without springing release. Balloon wringer 
rolls stop revolving, spread wide apart. 


Direct gear drive, extra capacity tubs, 
large rubber casters, safety switch, electric 
pump to handle water . . . Plus features 
that make EASY America’s outstanding 
washer buy. 


2 DEALER SALES HELPS THAT REALLY SELL 


EASY dealers are equipped with the most comprehensive assortment 0 selling ammuni- 
tion in theindustry. Newspaper mats, consumer folders, broadsides, new, different count- 
€1 display service, window display service, moving displays, specialty model demonstra- 
tions, radio transcriptions. One of EASY’S outstanding dealer aids is projector and 
sound film equipment. Just the thing for training salesmen and closing sales. It’s im- 
pressive, forceful. 


$38 AND NOW PLANT NO. 2 FOR SPEEDY PART SERVICE 


A complete new plant has just been acquired 
to house the EASY Parts business. With ths 
new facility EASY dealers can now receive 
accurate part servicein a minimum time. 97% 
of the EASY parts orders are filled and shipped 
the day the dealer orders them. Thus EASY 
helps its dealers keep customers content. 


moot. 33. 
medium-priced Swingin top, 
r *. t 
Extension shelves, Adjunabe 
ble rol. Visibleironingsurface. Bem 
open ends. Quick shoe release, 4 


Snowy-white 












DEALERS 
Who Sell 


Ever find it slow to figure the selling price of a hundred feet of rope when you sell it by 
the pound? That is one of the things the Columbian Automatic Chart instantly does for 
you. It has the added advantage of figuring mark-up on any article you sell. And it also 
gives you a complete strength and weight chart for Columbian Rope. 


CALCULATES SELLING PRICE FOR ALL SIZES FROM 3/16” TO 142” 


Let us say you have a call for 100 feet of %” Columbian Tape-Marked Pure Manila Rope 
and your selling price is 28c a pound. Turn the disc until 28 appears in the slot at the top 
of the chart and glance down the column opposite %”. The price to the customer is $1.15. 
For 1” rope it is $7.56. It’s as simple as that. No figuring necessary. 


FIGURES ANY DESIRED MARK-UP— 
PROVIDES WEIGHT AND STRENGTH CHART 
On the reverse side of the Columbian Automatfe Chart is a scale which makes it easy to 
figure mark-up. Turn the disc to the cost price in bottom slot, then look opposite percentage 


of mark-up desired on top scale and you have the correct selling price. On the back also 
you will find a weight and strength chart for Columbian Rope that is certain to be useful. 


You can get this handy chart without cost—provided you handle Columbian 
Rope—by merely writing us and giving your jobber’s name. Ask for the 
Columbian Automatic Chart. 


COLUMBIAN ROPE COMPANY 
352-80 Genesee St. 
Auburn, “The Cordage City,” N. Y. 
Branches: New York Chicago Boston New Orleans 


COLUMBAN ROPE 
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CARPENTERS’ LEVELS 


Walnut Stained sugar pine. ‘“tCats Eye” 
Glasses. Protecting glasses set with blue putty. 
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No. 257N-24”, Stock 27%46"x1542”, 4 Glasses. 
Weight: 1% lbs. 


zx @ ©) 


No. 347N-24”, Stock 214”x1542”, 2 Glasses 
Weight: 1 Ib. 








MASONS’ LEVELS 


STOCK 2%,"x1%6" — 6 Clear Fluid Glasses — White Putty Around Protecting Glasses. 


© & 


No. 250N-48”, Walnut Stained Sugar Pine. 
Weight: 2% Ibs. 
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No. 250M-48”, Genuine Mahogany. 
Weight: 3 Ibs. 


zo = & 


No. 250L-48”, Laminated Walnut and Redwood, 
Aluminum Tips. Weight: 3 Ibs. 





Narrow Stock 21%4”x114g”—6 “Cats Eye” Glasses—Blue Putty Around Protecting Glasses. 





No. $250N-48”, Walnut Stained Sugar Pine. 
Weight: 2% Ibs. 


No. $250M-48”, Genuine Mahogany. 
Weight: 2% Ibs. 


No. $250L-48”, Laminated Walnut and Redwood, ' 
Aluminum Tips. Weight: 2% Ibs. 


NEW STANLEY TORPEDO LEVELS 


Handy for pocket or close quarter use. Accurate ‘Cats Eye” 
glasses set solidly in plaster. Size: 9”x1%4"”x%”. 

No. 259 Mahogany. Plumb and Level Glasses. 

No. 260 Rosewood. Plumb, Level and Mitre Glasses. 


No. 261 Rosewood. Aluminum top plate. Plumb, Level and Mitre 
Glasses. 





NEW BRITAIN, [states 














The accuracy of Stanley 
Levels results from masterly 
design and rigid adherence to 
high standards of manufac- 
ture. The matched glasses are 
tested for accuracy and speed 
of bubble, indelibly marked, 
and set solidly in plaster in 
selected, seasoned, straight- 
grained wood that is sealed 
against moisture. 

There is an easy-to-handle, 
easy-to-read Stanley Level for 
every user. And Stanley gives 
you every feature they’re ask- 
ing for to-day ... narrow cross 
section, heavy protecting glass 
windows, hang hole, ‘‘tHandy- 
Grips”, handsome finish, . . . 
and always, accuracy. Stanley 
Tools, New Britain, Conn. 
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STRIKES— 


When any single group, among 
the American public, proceeds to 
impose upon all of us its own 
selfish will without regard for life, 
property and the personal rights 
of all others—it is a matter in 
which all of us must have an ac- 
tive, militant interest. The current 
labor disturbances, particularly 
the C.I.0. steel strikes in Ohio, 
Pennsylvania and Illinois, reek 
with arrogant contempt for the 
established order of American life 
and procedure and for the rights 
of all others that conflict with 
C.1.0.’s desires. The arrogance 
displayed by the leaders and mem- 
bers of this organization strongly 
suggests an “invisible empire,” a 
minority political power able to 
exert more than a minority’s share 
of successful pressure on both 
state and federal officials. Busi- 
ness men and all good citizens will 
salute hopefully and gratefully, 
the courage of Mr. Tom Girdler, 
head of Republic Steel Corp., and 
those associated with him, for 
standing his ground as an Ameri- 
can citizen, as a taxpayer and as 
the head of a successful business, 
remembering that all government 
funds, all wages, all buying power 
and all economic progress can 
come only from the fruits of a suc- 
cessful business. 


ONE-SIDED- 


It has been apparent for some 
time that Washington officials take 
a very one-sided view of the en- 
tire labor situation and the con- 
troversies and violence incident to 
C.I.0. programs. At the moment, 
the steel fight hinges on the de- 
mand by the Lewis organization 
for a written and signed contract. 
Presidents of the involved steel 
companies refuse to sign such a 
contract with C.I.0., convinced 
that their employees (by a wide 
majority) do not wish C.I.0. to 
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be the sole bargaining agent for 
their employment. Girdler of Re- 
public says he is not unwilling to 
discuss wages, hours and other 
working conditions nor is he op- 
posed to collective bargaining 
principles. But he is unwilling to 
sell out employees’ personal liber- 
ties by forcing them to become 
C.I.0. members against their own 
wishes. For this highly proper and 
patriotic decision came a rebuke 
from the White House, well known 
to have a weakness for compulsory 
regimentation under the auspices 
of Mr. Lewis. The gist of this re- 
buke is that those willing to make 
a verbal bargain should be willing 
to sign a contract embracing 
the same conditions. Mr. Girdler, 
wisely and accurately, answered 
this criticism, saying that written 
contracts have always been and al- 
ways will be binding on Republic 
Steel Corp., but that to date evi- 
dence is sadly lacking to prove that 
C.1.0. is a proper and responsible 
party—either willing to or able to 
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live up to its end of any bargain 
which might be made through such 
agencies. 


MARTIAL LAW-— 


Another startling example of the 
one-sided view taken by current 
public officials is the recent action 
by Governor Earle of Pennsyl- 
vania. He ordered Bethlehem Steel 
Co. to close its Johnstown plant 
as he stated, to prevent violence 
only threatened by the C.1.0. lead- 
ers and members. The plants are 
closed. Hundreds of American 
citizens who wish to work and 
earn their daily bread, without 
C.I.0. interference and domination 
are not recognized by the Gover- 
nor. No effort has been made to 
protect these men from violence 
and imposed idleness. Only in too 
few instances has there been any 
evidence shown that state or fed- 
eral officials had any desire to sup- 
ply necessary protection for those 
who wish to exercise their inalien- 
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RIVETS may be small in size — but 


their job is a BIG one—recommend 


and sell the BEST 


CAVERT AND LIPSCOMB 


cisco, Cal. 





The BEST tubular rivets cost so little that it ceases 
to be a worthwhile economy to gamble with their 


quality. A saving in cost usually means a sacrifice in 


efficiency! Rivets made by TUBULAR RIVET & 
STUD COMPANY are true to gauge, thoroughly 
dependable and 100% usable. TR & S RIVETS are 
made to standard — not to a price. It's to your own 
advantage to recommend and sell only the BEST! 


TUBULAR RIVET & STUD COMPANY 
BOSTON + + + MASSACHUSETTS 





Coast Rep. 
DE LOACH 
legraph Bidg. 
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able right to work and support 
their families. The menace of or- 
ganized labor of the Lewis brand 
is too strongly suggestive of the 
domination exercised by the Fas- 
cist and Soviet leaders of Conti- 
nental Europe to suit American 
ideals, and God forbid that this 
brand of political and labor con- 
trol should take root on this con- 
tinent. 


THE U. S. MAIL— 


Another amazing phase of this 
steel strike was the examination 
and selection of mail by pickets, 
which they would allow through 
their lines and the refusal of post 
office employees to accept pack- 
ages containing legally mailable 
food and clothing addressed to tax- 
paying citizens; who had elected to 
continue working. This, despite 
the brave words so long associated 
with post office operations such as 
“Make Way for the U. S. Mail” 
and “The U. S. Mail Must Go 
Through.” The shades of Grover 
Cleveland and the martyred avia- 
tors of a few years ago must bow 
their heads in shame when they 
read the words across the front of 
the General Post Office in New 
York City: “Neither snow nor rain 
nor sleet nor heat nor gloom of 
night stays these couriers from the 
swift completion of their appointed 
rounds.” Must we now add to the 
traditions of postal service a post- 
script reading, “Subject to the Ap- 
proval of John L. Lewis and the 
CIO”? 


THE REAL ISSUE- 


The real issue is not hours and 
wages nor is it a fight in behalf 
of collective bargaining. The only 
issue at stake is whether or not 
CIO is to be the absolute dictator 
of steel labor hire and thereby 
exact a toll from every worker for 
the privilege of being on the pay- 
roll. Such a program takes from 
company and departmental execu- 
tives the right to hire and dis- 
charge, and discards completely 
any hope of individual initiative or 
meritorious recognition. 


PUBLIC OPINION-— 


During the past two weeks I have 
traveled through several states and 
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have talked with manufacturers, 
wholesalers and retailers from 
many parts of the country. I am 
impressed with their increased in- 
terest and apprehension about cur- 
rent labor controversies and their 
recognition of the seriousness of 
pro-labor government opinion and 
action. Even among those who pre- 
viously had been quite sympathetic 
to labor organization progress and 
agreeable to further collective 
bargaining principles, there is a 
marked protest against the arro- 
gance of labor leaders and the in- 
ability of the general public to 
secure protection against the acts 
and program of such. There is 
growing among intelligent citizens 
the realization that a few, self-ap- 
pointed, unscrupulous and dom- 
inating labor leaders are causing 
the trouble. That such labor lead- 
ers are seeking control of American 
business through a veritable li- 
cense bureau where an American 
workman must pay a fee at a toll 
gate to be permitted to earn the 
bread his family and himself re- 
quire. And that the true objective 
is not to improve conditions for 
America’s working men, but to ob- 
tain for their own gains a control 
of American business. The Ameri- 
can workman will find such a situa- 
tion intolerable and should be the 
first to lead in the overthrow of 
such oppressive leadership, which 
gains its membership through fire- 
brand oratory appealing to class 
hatreds. 


INDIFFERENCE- 


Until very recently, few whole- 
salers or retailers in hardware or 
other lines, had more than a pass- 
ing interest in the labor contro- 
versies that have gone on seriously 
for the past four or five years. 
They probably felt that in their 
own businesses they were remote 
from union interference and union 
troubles. Even if there is long 
delay before unionization is at- 
tempted among independent re- 
tailers’ employees, all business 
men and all good citizens paying 
taxes must now come to realize 
that this struggle between the lead- 
ers and fomenters of a minority 
of labor’s forces is a matter of 
profound concern to them. It is 
a fight for domination of the 
American business structure by a 


minority group preaching class 
hatred to bolster up membership 
in unions that are not primarily 
of the working man’s own selec- 
tion and origin. If the CIO or any 
other single unit can control the 
hiring and firing, the wage and 
hours structures for business in 
this country, it will be a sad day 
for American progress. Retailers 
particularly should realize that 
closed down plants take from a 
community a tremendous amount 
of buying power. When plants are 
idle there are no wages being paid 
with which to buy hardware and 
other necessities of life. If there is 
a union dole, it cannot be sufficient 
for a community to maintain its 
normal retail sales volume. So 
every retailer has a stake in this 
attempt by power-thirsty labor 
leaders to impose their will on the 
American people. 


HOW LONG ?- 


It is difficult to predict the final 
outcome of these current labor 
disputes. It is equally difficult to 
gage the probable duration of 
what appears now to be a show- 
down fight. It is not so much a 
question of how long WILL com- 
munities tolerate imported vio- 
lence, one-sided government pro- 
tection and decisions, the stoppage 
of United States Mails and the en- 
forced closing of plants. It is more 
a question of how long CAN these 
conditions continue and free gov- 
ernment survive. No one disputes 
the right of labor to organize, nor 
has any one disputed the right to 
bargain’ collectively. But no spon- 
sors of such organization activities 
have the legal or moral right to 
interfere with the peaceful pursuit 
of those workers who wish to keep 
on working pending a decision in 
the dispute. Certainly imported 
pickets have no right to keep 
American workmen from their 
jobs, no matter under what batiner 
they operate. Peaceful picketing 
does not include violence nor phys- 
ical blockades to the point of 
manhandling executives and work- 
ers who are trying to enter their 
offices and plants. If this situation 
continues there may follow a more 
general aroused citizenry deter- 
mined to exercise their rights as 
citizens and contributors to the 
prosperity of the whole fabric. 
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Every Issue 


Brings You 
Nearer 


HE young men who took a firm 

first step toward their bright and 

attractive future as hardware en- 
gineers are well on their way to a 
thorough understanding of builders’ 
hardware. The first five articles have 
appeared and they have been the 
A.B.C’s of the business—simple and 
understandable—in plain English, so 
that the later divisions of the series 
will be clearly mastered. This pres- 
ent division is just about at the half- 
way mark. It is yet possible for you 
to round up the last five issues of 
Hardware Age and begin the study 
of builders’ hardware from the first. 
But if you are to be among that for- 
tunate group of hardware men who 
will have their places in the sun, 
through mastery of this backbone of 
the hardware business, get started 
now. Don’t let anything stop you. It 
is the dawn of your future prosperity. 





TAKING THE MYSTERY OUT OF : 
BUILDERS HAROWARE 
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CHAPTER SIX—(Elementary) 
of the Series by 
ADON H. BROWNELL 


have been considering the ex- 

terior door trims. Now, let us 
move to the interior doors of our 
house which you must equip with 
lock sets of suitable type. 

First, we have a pair of interior 
French doors. When I speak of 
French doors I mean doors with 
glass, usually square panes of 
glass held in place by wood 
muntins and a stile around the 
edges. 


LT the past three chapters you 


*““Backset”’ 


The stile of the door in which 
the lock is inserted’ is the deciding 
factor as to the type of lock you 
shall use. Let us say on this job 
the stile is 3 in. That means you 
have 3 in. from the edge of the 
door to the glass. Half of 3 in. 
being 114 in., you will use a lock 
with an inch and one-half backset. 

“Backset,” a common term in 
builders’ hardware, is the dis- 
tance from the front of the lock 
to the center of the lock hub for 
the knob spindle. Getting a lock 
as near as possible to the center 
of the door stile for the knob is 
one of those niceties that dis- 
tinguishes the work of a real 
builders’ hardware man. 

On this house, let us say that 
the doors have a flat edge on 
which you will use a flat or regu- 


lar-faced lock. With this kind of 
a door you can equip the active 
operating door with a French door 
lock set made by all manufac- 
turers, similar to the illustration 
here noted. 





Fig. 1—French Door Set 


Keep in mind that this opening 
is not a single door, but a pair of 
doors. You have put a French 
door lock set on the active door 
but there remains the problem of 
fastening the inactive door. It 
must be bolted. 

For an inexpensive job I sug- 
gest the use of two surface bolts 
as illustrated. (See Fig. 2.) 

Consider the height of the door. 
Let us say on this job the door is 
6 ft. 8 in. high. Practically 
everyone can reach to a height of 
6 ft. without trouble. Therefore, 
an 8 in. or 9 in. bolt is long 
enough for the top. On the bot- 
tom a 12 in. bolt will eliminate 
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the necessity to stoop low to oper- 
ate the bolt. Some may prefer to 
make both bolts the same length. 

Next, we have the double act- 
ing door. It is seldom locked and 
it is the general practice to trim 
this door with two 12 in. glass 





Fig. 2—Surface Door Bolt 


push plates. That, therefore, in 
addition to the floor hinge already 
discussed in Chapter No. 3, is all 
the hardware required for this 
opening. 

If you prefer, you can, of 
course, use metal push plates in 
design and finish to match the 
door locks. 

Now we will take up the matter 
of the bath room door lock. Of 
all the interior doors in the house 
the bath room door is the most 
frequently locked. Again, it is a 
general practice to equip this door 
with a lock having no key hole on 
the inside, but locking the door 
with a thumb turn instead. This 
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type of set illustrated here is 
called a bath room set. 





Fig. 3—Thumb Turn Bathroom Set 


It has certain distinct advan- 
tages. The thumb turn, being 
attached to the door, is always 
ready for use, whereas a lock de- 
pending upon a key to lock it is 
apt to have the key missing when 
it is required, especially where 
small children are around. 

Just another little hint, right 
here, that costs little but adds to 
the service you can render your 
customer also: Sell the bath room 
set with an emergency key. It 
adds only a couple cents to the 
cost of the set but a dollar’s worth 
of value in service. Explain to 
your customer that children often 
lock themselves in a bath room 
but cannot unlock the door un- 
aided. Even older people oc- 
casionally become ill and cannot 
unlock the door. In either case 
entrance can be quickly made by 
use of the emergency key. Suggest 
to your customer putting the key 
on the top of the door casing and 
leaving it there for just such 
emergencies. 

While I shall not discuss at any 
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great length, here, the subject of 
hardware finishes, I do want to 
touch on it by saying that nickle 
plate is universally used on the 
type of lock on the bath room 
side of the door to match the 
nickle of the pipes and fittings in- 
stalled by the plumber. Your 
butts, medicine cabinet and win- 
dow hardware should be all nickle 
plated to match the door trim. 
Then come the other interior 
doors, ten including the three 
closet doors. Some folks use 
closet door sets that are half trim 





Fig. 4—Bit Key Inside Lock Set 


sets, but if you will take the time 
to figure the difference in cost for 
this economy, I believe you will 
agree with me that on inexpen- 
sive jobs, particularly, it isn’t 
worth the trouble. Most manu- 
facturers make a difference on 
steel inside sets of 50c. a dozen 
or only 12c. difference for the 
three closet doors. From the 
standpoint of the department, it 
is another item to stock—which is 
unnecessary. From the standpoint 
of the customer that 12c. would 
be saved the first time a knob went 
wrong on any door by replacing 
the door knob with a knob from 
the inside of one of the closet 
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doors. Let us, therefore, on all 
of these ten interior doors, use a 
standard inside lock set as illus- 
trated. 

Keep in mind the illustrations 
are based on a broad bevel de- 
sign, but we shall discuss other 
designs later on. 

As a build-up for the sale, the 
plus business that we are trying 
to make and considering the fact 
that this house is a modest one, 
you will first figure steel-plated 
inside sets. 

The first step up, if you can’t 
get any further with the customer, 
is to sell him a brass metal bath 
room lock instead of steel, for the 
same reason you tried to sell them 
sheridized or brass butts. Mois- 
ture in the bath room and the 
white or ivory finish of the door 
warrant this insurance against 
rust in such an important place. 

The next step will be to try and 
sell the customer brass metal in- 
stead of steel-plated lock sets for 
the balance of the interior doors. 
This step achieved, you have 
added nice volume to the sale. 


In addition to the argument of 
insurance against rust, you have 
another strong argument to pre- 
sent for the increased expenditure. 
Take the lock out of both sets, 
steel and brass, just as it comes in 
your stock and show the customer 
how much heavier the lock front 





Home Builders Should Know 


VERY person building a 
home this year should 


know what that home will 
probably sell for, ten or twenty 
years hence, believes E. L. Sylves- 
ter, who directs Kelvin Home ac- 
tivities for the Nash-Kelvinator 
Corporation. 

“A home represents a financial 
investment,” Mr. Sylvester de- 
clares, “that should be carefully 
protected. The possibility that in 
ten or twenty years the house 
may have to be sold must never 
be forgotten. The house, in other 
words, must be built as closely 
as we know how to those stand- 
ards that are going to prevail in 
ten or twenty years.” 

Even if an actual sale of the 
house never occurs, Mr. Sylvester 
thinks, canny attention to present 
building trends will pay rich 
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of Dwellings 


Detroit Authority urges 
building for future to 
protect investment. 


dividends in comfort and well- 
being later on. To illustrate this 
point, he believes, one needs only 
look at houses that are out-dated 
before their time. Some of these 
houses are unsuitable today be- 
cause of garish architecture, 
others because of poor construc- 
tion; most of them because no 
provision was made in the orig- 
inal dwelling for modern con- 
veniences. 

“Houses built for $5,000,” says 
this Detroiter, “should have pro- 
vision for automatic heat and hot 
water, a garage, a modern bath- 
room and a modern kitchen with 
electric refrigerator and modern 





Copies of the Hardware Age Blueprint 
of the modest home described in these 
articles are available on request. Write 


the Editors 


is in the brass set. The extra time 
is worthwhile to both your cus- 
tomer and yourself to be a builder 
upper—sell brass or bronze. 
With all of the regular doors 
equipped with lock sets, we will, 
in the next chapter, study the cup- 
board hardware to be used. 


Resale Value 


range and a suitable sink. Houses 
built for $8,000 or more should 
have all these features and, in 
addition, have provision for 
year-round air conditioning.” 

Mr. Sylvester urges the im- 
portance of “built in” air condi- 
tioning, as only in this way can 
equipment be incorporated into 
the moderate priced home. “Air 
conditioning equipment, if ‘pre- 
engineered and built in,’ may be 
included in the cost of a perfect- 
ly constructed $7,500 home,” he 
declares, “but if this same equip- 
ment were to be installed after 
construction, the cost would make 
this impossible.” 

Building experts have little 
doubt that air conditioning in the 
next few years will become as 
essential to the moderate priced 
home as plumbing or wiring. 
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SCISSORS THAT CUT DOWN 
TREES! 7HE INVENTION OF 
A BARTLETT, TEX., MAN, 
THE 816 STEEL JAWS 
ARE MOUNTED OK THE 
FROKMT OF A TRACTOR, 
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THE NEW-STYLE BAROMETER 
USED BY CITY CLERK ELAM 
HILTY OF JOHNSON, KAN., 
IS THE OLD TOWN WELL / 
IF THE WELL COVER MISSES, 
HE SAYS, /T 15 SURE TO RAIN. 
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The Brooklyn Plan of 
Cooperative Electrical 
Appliance Selling 


RUSSELL A. ATKINSON 


By RUSSELL A. ATKINSON * 


R. J. Atkinson, Inc., 
Brooklyn, N. Y. 


understood that I voice only my 
own opinion as a hardware mer- 
chant and do not speak for the 
utility company, nor for the Elec- 


HE Brooklyn Plan of co- and profitable program for the _ trical Appliance Dealers’ Associa- 
operative electrical appli- hardware dealer. In my discus- tion of Brooklyn, Inc., of which 
ance selling is, in my sion of this admittedly contro- I am president. My opinions rep- 
judgment, a satisfactory, equitable versial subject I want it definitely resent my experiences in the 








This attractive model kitchen in Atkinson's basement, measures 12 by 15 feet. It is well lighted, has walls finished in light green 
and has an attractive linoleum flooring. Wooden cabinets and metal cabinets are used in the model layout, so that the needs and pur- 
chasing ability of a wide number of people may be taken care of. The approximate cost of the kitchen, excepting for small appliances 
was $750. The model kitchen is used for demonstrations, several nights a week from September to June, to which members of women’s 
clubs, lodges and churches are given admission tickets. Russell A. Atkinson says, “I think the model kitchen plan is the only way to 
sell major electrical appliances, particularly electrical refrigerators and ranges. For an electric range demonstration we have found our 
refrigerator necessary, for keeping foods used in good condition. Anyone interested in an electric range can have an egg fried or boiled 
so that she may see how quickly such a unit operates. If you tell a customer a refrigerator is quiet when it is running and show her 
the unit in operation she does not have to take your word for it. Whenever a customer visits our housewares department we take her 
to see the range and refrigerator.” A model kitchen has been used by Atkinson’s for about a year and a half, the present set-up having 
been installed in January of this year. Five or six complete kitchen installations have been sold as a result of the use of the model kitchen 
in addition to numerous electrical ranges, refrigerators, sinks, and small appli “This kitchen,” says Mr. Atkinson, “thas helped in 
the sale of ranges because when we demonstrate small appliances we demonstrate them on the range. This gets the customer interested in 
electrical ranges.”” Major appliances are displayed in other parts of the store also. 
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This insignia, used by Brooklyn, N. Y., 
hardware dealers and other electric ap- 
pliance dealers, “Cooperating With Brook- 
lyn Edison Co., Inc.,”” may be used on ad- 
vertising material of cooperating dealers, 
subject to the approval of the utility 
company. Dealers cooperating with other 
Edison units in other sections of Metro- 
politan New York use a similar insignia 
but with the name of the particular utility 
unit with which they are cooperating. 
Manufacturers whose lines are handled may 
also use the insignia in local advertising, 
with the approval of the utility company. 
Hardware dealers, electrical appliance 
shops, department stores and chain store 
groups properly equipped to handle major 
electrical appliances and I.E.S. lamps may 
become members of the group, if they meet 
with approval. Wherever the insignia is 
used the dealer’s name must always be 
larger than that of the utility company. 
More than 180 appliance dealers are now 
in the group in Brooklyn alone and close 
to 500 dealers are cooperating with various 
Edison units in New York City and West- 
chester county. 


Atkinson store and must be so 
considered. 

To properly understand the 
birth, growth and problems inci- 
dent to the development of the 
Brooklyn Plan for cooperative 
electrical appliance selling be- 
tween dealers and the utility 
company it is well to know, 
briefly, the history of the plan. 

In 1933 we had a situation in 
Brooklyn that was about the same 
as still exists in many other parts 
of the state today. We had elec- 
trical contractors, radio men, gift 
shops, drug stores, and everybody 
under the sun selling electrical ap- 


*This article is based on an address 
by the author before the Rochester, 
N. Y., convention of the New York 
State Retail Hardware Association, 
Inc., Feb. 11, 1937. It has been re- 
vised and supplemented to give our 
readers additional information on this 
plan. Mr. Atkinson is president of 
the Electrical Appliance Dealers As- 
sociation of Brooklyn, Inc., whose 
members enjoy a cooperative selling 
and promotion plan sponsored by the 
Brooklyn Edison Company, a utility. 
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Hardware Merchants of Brooklyn, N. Y., Participate in Cooperative 


Merchandising Plan with Public Utility, Electrical Contractors, 
Department and Chain Stores and Everybody Prospers with Greatly 
Increased and More Profitable Sales of Electrical Appliances. Both 


pliances. Unfortunately, not many 
hardware men were selling elec- 
trical appliances. Our local util- 
ity (The Brooklyn Edison Co.) 
was still merchandising but had 
in mind the beginning of a plan 
which it felt would work in a 
territory like Brooklyn. A num- 
ber of electrical contractors and 
hardware dealers were invited to 
sit together in a meeting. They 
were not very enthusiastic because 
electrical contractors were never 
merchandisers and had always 
disliked the men that merchan- 


Profits and Competitive Standards Improved. 





dised such articles. So the first 
meeting ended in a fight—the 
electrical contractors wouldn’t sit 
in with us and we wouldn’t sit 
in with them. 

So the utility company took 
their cooperative plan to the elec- 
trical contractor first and then to 
the hardware men, and got them 
both to agree. Then we brought 
the two groups together and 
formed the Electrical Appliance 
Dealers’ Association of Brooklyn, 
Inc. This was while the utility 
was still merchandising. We 





AGREEMENT, made in the City of 
by and between 
(Name of Seller) 
(herein called the “Seller’’), and 
(Name of Buyer) 
WHEREIN, IT IS MUTUALLY AGREED. as follows 


forth, the following described equipment 


CONDITIONAL SALE CON1.ACT Contract No 


That the Seller shall sell to the Buyer, and the Buyer shall purchase from the Seller, upon the terms and conditions bereinafter set 


State of New York oa 193... 


(Business Address of Seller) 


(Residential Address of Buyer) 





Aaricur Mamuracruara | “Mowe 


Seat No. | List Pasce 


Tora of Ase Aaricuss 


| 

| TOTAL LIST PRICES s_.__. ———— 
3 (exclusive of Sales Tas) 

| 








| DOWN PAYMENT . s— 

(Received by Seller 

(Exclasive of Sales Tex) 

NET SELLING PRICE 6. 

Add 

FINANCE CHARGE . $e 


| TOT4L TIME PRICE 1——___________ 





said TOTAL TIME PRICE of 


The above equipment to be delivered to: 


(Name) 


ity or Borough) 
subject to the conditions imprinted on the reverse bereof 


(Seller/Dealer signs here) 


By 
(Seller’s/Dealer's Address) 


PLS52 May 27, 1956. Copyright 1936. The Nations! City Bank of New York. 





shall be paid in successive monthly installments as follows: 
ment of $ . on the same day of each month commencing » together 
with any and all such other sums as are berein provided, all of which payments shall Be made by the Buyer to the holder at the office of 
The National City Bank of New York. 17 East 42nd Street, or any of us branches located in the City of New York, but not elsewhere. 

2. As often as the making of any such payment may be delayed more than siz days beyond the day as herein agreed to be made, the 
undersigned promise(s) to pay to the holder hereof at or before the next successive payment date an amount calculated at the rate of five cents 
per one dollar of each such delayed payment, and to make such payments as liquidated damages occasioned by such delay, such liquidated damages 
not to exceed the maximum aggregate sum of Ten and no/100 ($10.00) Dollars. 


IN WITNESS WHEREOF, the parties have hereunto set abeir respective hands and seals, in triplicate, as of the day and date firs above 
written, and one executed copy hereof bas been delivered to and retained by the Bi 


Dollars ($ ) 
as each and a final install- 


(Address) 


(state) * 


ayer. 


(Boyer) 


(Buyer) 


(Buyer's Address) 
ORIGINAL (over) 






















Atkinson’s use this National City Bank conditional sale contract form in deferred pay- 


ment sales of major electrical appliances. 


The terms of sale are on a three year basis, 


with no down payment required. For the first three months there is a recourse contract 
with the dealer being responsible. The financing company has a two per cent reserve held 
back from each contract so that on a sale of $150 the dealer receives $147. Atkinson’s have 
never had to repossess a major electrical appliance, although small appliances—which are 
not sold through the same set-up, have in a few inst been rep d. Carrying 
charges under this contract are approximately 5% annually. Russell A. Atkinson says of 
deferred payment sales, “I think if a dealer is honest with himself and his finance company 
he will have little trouble in selling on a time payment basis.” Under the plan used by 
Atkinson’s the bank investigates a prospective purchaser’s references, at least three being 
required. When a married couple makes a time payment purchase the wife must endorse 


the contract. 
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elected an electrical contractor as 
the head of the association and 
a hardware man as chairman of 
the board of directors. The trea- 
surer is also a hardware man, so 
we know that the money is in 
good hands. 

After the Association was 
formed, we had a number of 
things to look out for. We had 
the utility as our chief competi- 
tor, at the same time partially 
working with us. The utility has 
its low contract rates, easy pay- 
ment on the bill and ease of col- 
lection—although legally it could 
not stop supplying current, if you 
didn’t pay for the appliance, 
extra-legally the idea was put over 
in the mind of the customer. The 
utility didn’t have much of a 
finance charge, because its regu- 
lar system of bookkeeping al- 
lowed the use of its offices, where 
the bills were paid, as salesrooms, 
and, of course, there was no sales- 
room expense. So it was a very 
nice bookkeeping system and 
made the cost of merchandising 
very low. 

The utility had trained super- 
visors and trained salesmen, and 
had all the helps that the manu- 
facturers could give in advertis- 
ing which were not available to 
the electrical and retail hardware 
merchandiser. So we had that to 
combat right at the beginning. 


After we were in_ existence 
about a year the utility went out 
of merchandising entirely, and 
then the plan as far as the dealer 
was concerned was this: The 
utility agreed to furnish us with 
the salesmen, and were to pay a 
small salary to that salesman. We 
were to pay a small selling com- 
mission on all material he sold 
for our account. That was an 
unheard of proposition before 
that time, but the plan worked 
splendidly. We would furnish 
them with a sales lead for an ap 
pliance like an electric refrigera- 
tor. The salesman would go out 
and sell that, and then gave us 
back the equivalent amount in an 
electric refrigerator. If he sold 
a $150 refrigerator for our ac- 
count, the utility turned back to 
us another sale that it had made 
for a $150 refrigerator. 

We gradually started increas- 
ing the number of dealers par- 
ticipating. The plan started in 
1933, with 76 dealers, whose elec- 
trical appliance volume that year 
was $1,007,000. That was before 
the utility went out of merchan- 
dising. 

Then in the second year (1934) 
with the utility out of merchan- 
dising to a large extent—(it still 
had a great many old custom- 
ers) we increased our dealers to 
80 and went to about $2,978,000 


worth of business, caused by a 
combination of Edison. salesmen 
and dealers. 


Then we come to 1935. We in- 
creased our dealers to 105, and 
they did a volume that year of 
$4,440,000. Then we get to 1936, 
with 165 dealers, and we did that 
year $10,008,000 worth of busi- 
ness, and that is a lot of business. 

Of necessity the original dealer 
plan had to be worked by the 
small dealer, because you couldn’t 
get the department store or the 
chain into it. This past year we 
have gradually worked the de- 
partment stores into this plan and 
also the chains—the so-called 
chiselers who are supposed to be 
such terrible people. We felt that 
by taking them in on this plan, 
showing them our side of the pic- 
ture and the utility side, we would 
do better than by trying to fight 
them. We have been very suc- 
cessful, as the amount of business 
sold shows. That is not total busi- 
ness closed by dealers, but busi- 
ness closed by Edison men for 
the dealers. 

We are now starting an elec- 
tric range campaign, the finest 
thing you ever heard of. The 
utility is advertising it, with a 
rental plan that is very interest- 
ing—and is doing the selling for 
us at a very small commission— 

(Continued on page 72) 








A typical monthly dinner-meeting of the Electrical Appliance Dealers’ Association of Brooklyn, Inc., held at Joe’s 
Restaurant, Brooklyn, N. Y. At this particular meeting manufacturers demonstrated a new line of electrical refrigera- 
tors, a new line of vacuum cleaners and a new line of radio, showing actual samples and giving selling talks and demon- 
strations. August Flamman, attorney for the group, presented a model Feld-Crawford Law (New York State’s fair trade 
law) contract blank, explained its function and answered questions from the floor. The size of this gathering indicates 
clearly the great interest of Brooklyn hardware and other electrical dealers in the cooperative plan which Mr. Atkinson 


outlines in this article. 
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Parking meters in use in 
the streets of El Paso, Tex. 


What About 


PARKING 
METERS? 


Variety of opinion 
before and after 
installation calls 
for study of re- 
sults obtained. 


ARDWAREMEN, as well 
H as retailers and wholesal- 

ers in other lines, have 
widely different opinions as to 
the worth of “parking meters.” 
Some are absolutely opposed to 
their use while other hardware- 
men are entirely in favor of the 
use of these meters. Interesting 


JULY 1, 1937 


Se, 


are the varied opinions of hard- 
ware retailers and wholesalers in 
Passaic, N. J., Kansas City, Mo., 
Fort Worth, Tex., Oklahoma City, 
Okla., Miami, Fla., and Dallas, 
Texas. Some of these concerns 
approved the plan before it was 
put into operation, but have since 
changed _ their Then 
there are stores which registered 
protests against the use of the 
meters. before their installation, 
which now look with favor on the 
system. 

Hardware and other merchants 
in congested areas—where all-day 
parking is permitted by law or 
tolerated by local police officers 


opinions. 





despite regulations to the contrary 
—-suffer the loss 6f countless sales 
and considerable profit when po- 
tential customers finding no place 
to park their cars seek other shop- 
ping areas. As a compromise be- 


tween unlimited parking and “no 
parking”—either of which places 
unnecessary hardships on retail 


stores—some communities have in- 
stalled parking meters in con- 


gested sections. 

Police departments, in several 
American cities, have 
parking meters as a means of 
coping with the menace to life, 
limb and business which exists in 
congested business districts where 


installed 
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all-day parking has become the 
custom. With drivers, in con- 
gested areas where cars are parked 
— bumper to bumper — “jockey- 
ing” their cars into and out of 
closely packed parking spaces, 
much traffic confusion and nu- 
merous accidents result from the 
necessarily erratic movement of 
cars. The use of parking meters 
eliminates much of this confusion, 
as each car in a metered district 
has ample room for driving into 
and out of the space for which a 
fee has been paid. In addition, 
more cars can be parked in a 
metered space, in the course of a 
day, than in some unmetered 
areas, bringing to the shopping 
area a larger number of potential 
customers. 

Where the meters are used, the 
motorist parks his car next to a 
meter and inserts a nickel in the 
machine. When the time for 
which he has paid has elapsed 
the meter clearly indicates to po- 
lice officers that the car is parked 
contrary to local regulations. The 
meters are located on stanchions 
on the sidewalk curbs, at uniform 
intervals. Some cities have the 
meters spaced as far as twenty 
feet apart, others have them more 
closely situated, although all cities 
using the system have ample room 
for motorists to turn into or out 
of the restricted parking areas. 
Some cities, using the meters, 
permit a motorist to park in a 
metered area for an unlimited 
time, providing he pays a fee for 
each hour, half hour or other 
metered period. 


In Passaic, N. J. 


In Passaic, N. J., the parking 
limit is one hour in the metered 
districts. One dealer having a 
store in a district where the meters 
are not used favors the idea. An- 
other firm, in that city, which 
handles mostly supplies says, “It 
has not affected us . . . but we 
think the effect has generally been 
favorable. We think the plan a 
good one.” Although undecided 
as to the merits of the plan, when 
it was proposed, one dealer says 
the plan, “has improved condi- 
tious very much. Customers can 
get near the store and often park 
on time left over by the previous 
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parker.” Another Passaic dealer 
states, “I do not favor the plan, 
but I did not cemplain when 
meters were installed as they were 
not put on our street.” 

When Fort Worth, Tex., in- 
stalled parking meters city offi- 
cials felt that one set limit for 
all congested or busy areas in 
which meters were to be used 
would not solve the problem to 
the satisfaction of all concerned. 
Accordingly people may park up 
to sixty minutes around banks in 
that city while the limit is but 
twenty minutes in the more heav- 
ily congested sections. Says one 
Fort Worth firm, “We think park- 
ing meters are a means of aiding 
traffic as it is much easier to find 
parking space now. I personally 
did not approve of the idea, al- 
though my store is not in the dis- 
trict where the meters are in use.” 
Another firm, affiliated with the 
hardware industry, favors the use 
of the meters in Fort Worth. 


Oklahoma City 


Four hardware firms in Okla- 
homa City, Okla., favor the use 
of meters in that city although 
not all of the concerns are located 
on streets where the meters have 
been installed. One company in- 
dicates that it is entirely in favor 
of the use of the meters. An- 
other Oklahoma City establish- 
ment states that traffic in its dis- 
trict has been increased as a 
result of the plan although it feels 
that meters should be used on 
both sides of a street instead of 
on but one side. A third firm, 
located in a wholesale district 
where no meters have been in- 
stalled likes the meters, as “the 
parking space allowed for each 
car is large enough to permit 
backing in without trouble. One 
feels that his automobile is more 
secure from damage or pilfering 
than in the free zone, because the 
police patrol the meter parking 
areas regularly.” Although no 
meters were installed on its street, 
a fourth organization favored the 
idea even before the meters were 
installed and still favors the plan, 
now that meters have been put 
into use. 

A Kansas City, Mo., dealer 


says, of the meters in his district, 


“I did not favor the installation 
of the meters, but did not register 
any protest as I was willing that 
the plan be given a trial. I think 
the use of parking meters has 
affected traffic in my store, but 
have no way of making any posi- 
tive check.” Another and very 
large firm in Kansas City favors 
the use of the meters which have 
been installed on its street and 
considered the idea with favor 
even before installation was made. 

Most interesting are the varied 
comments from Dallas, Tex., hard- 
waremen. Says a hardware and 
lumber firm executive in Dallas, 
“We have our general offices lo- 
cated in the downtown district, 
but our retail stores are located 
outside of the business district, 
therefore we do not know how 
parking meters affect the retail 
trade. Personally, I think they 
are a mighty good thing. Parking 
meters relieve a lot of congestion 
and should be more beneficial to 
the retail stores than the old sys- 
tem. Use of these meters certainly 
keeps the cars moving whereas 
under the old system, cars could 
park all day, in lots of districts. 
The limit for parking is 20, 40 or 
60 minutes according to the dis- 
trict. I have heard no one com- 
plain about the use of these 
meters, except some ‘skinflints’ 
who wanted to park their cars all 
day free of charge. When the city 
put in the meters they were in- 
stalled in practically all of the 
business districts which cut out a 
lot of all-day parking.” 


Dallas, Texas 


Another Dallas dealer says, 
“We are in the suburban district 
and have no meters here. From 
what I have heard, consumers 
and merchants are peeved at the 
idea.” The same dealer favors the 
use of the meters because it has 
enabled more efficient traffic reg- 
ulation. First opposed to installa- 
tion of the meters, another Dallas 
hardwareman now favors the plan 
because it “simplifies” parking 
and enables customers who want 
to trade in the district to find a 
place to park. There has been 
practically no objection to this 
plan. In fact, the citizens like it 

(Continued on page 79) 
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Is It Foolish to Retire 
At Fifty ? 


Prospects of retirement have lost all lure for 
this Cleveland business man who tells why it 
is more fun to borrow money to meet a pay- 
roll than to fish, and a bigger thrill to book 
an unexpected order than to sit around resorts 


in idleness. 


change is necessary if the 
daily work is to be done with 
zest. 

But I resent the idea, cultivated 
by sellers of annuities and by 
nearly everyone else, that work 
is a curse which anyone with any 
sense escapes at the first and every 
opportunity. Go fishing, golfing, 
touring, cruising, hunting, explor- 
ing, mountain climbing, skiing, 
gardening, farming or stamp col- 
lecting if you are attracted by 
any or all of them, but don’t ask 
me to join you for more than a 
day or two. 

I look forward to vacations as 
eagerly as the next one, and I 
have ideas about ideal vacations, 
but as I get nearer to the age 
when I could conceivably take a 
permanent vacation without losing 
my self-respect, I find the pros- 
pect of carefree idleness or the 
happy pursuit of an avocation has 
lost its lure. 

I want my job, I want my feet 
on solid earth. I want to earn 
my daily bread with today’s labor. 


I CONCEDE that an occasional 


*Reprinted by special permission. 


JULY 1, 1937 


By WILLIAM FEATHER 


in American Business* 


I don’t care to be off in Switzer- 
land or in rural England drinking 
tea on the proceeds of a few 
crumbs in the form of dividends 
mailed to me by the trustees of 
my estate. That’s no kind of life 
for anybody who is in possession 
of his physical and mental fac- 
ulties, even though slightly im- 
paired. 


Give It a Trial First 


Nobody should retire without 
first giving it a trial. If you’re 
tired of it all, bribe your doctor 
to order you away for a year. 
Close out as much as you can, but 
don’t cut off entirely. Make it 
clear to your friends and business 
associates that you'll be back. If 
you turn out to be one of those 
queer people who can enjoy the 
company of deadly loafers and 
complaining invalids, you can 
eventually cut the threads that 
bind you to your old routine, but 
first make the trial. 

Fortunately the prospect of 
complete retirement is so remote 
for most of us that any argument 
about it is as theoretical as what 





William Feather, president, the Wil- 
liam Feather Company, Cleveland, 
printers and publishers, not only runs 
a business, but conducts a newspa- 
per syndicate and writes for maga- 
zines. He sniffs at the idea of a life 
of leisure, although he is within a 
stone's throw of the age when so 
many men think they would enjoy 
nothing more than retiring from 
business. 


we would do with a million dol- 
lars. But dissatisfaction with the 
daily grind of earning a living is 
universal, so we will concentrate 
on an analysis of that foolishness. 

From what activity, I ask, does 
more continuous humor, excite- 
ment, thrill, depression, irritation, 
satisfaction, and genuine feeling 
of achievement flow than from 
the routine of earning a living? 

Every day in business is adven- 
ture. There is excitement in book- 
ing an unexpected order, getting 
out a rush order, borrowing 
money for the payroll, paying off 
a note, collecting an account that 
had been given up as hopeless, 
receiving an out-of-town customer, 
lending $5.00 to someone you 
haven’t seen for twenty years, de- 
ciding to increase or reduce prices, 
bargaining with tough buyers and 
labor leaders, and eating lunch 
with a new customer. 

The business day sharpens the 
wits, brightens the eye, quickens 
the pulse, stimulates the liver and 
improves the vocabulary. It sup- 
plies an endless round of whole- 

constructive activity in 
(Continued on page 82) 
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The generous space 
used by Trilling Hard- 
ware Co., Sheboygan, 
Wis., carries announce- 
ment of advantageous 
“buys” in new or used 
appliances. The entire 
sales floor provides con- 
fidence inspiring atmos- 
phere. Major appliances 
dominate the display. 
















Trilling Hardware, Sheboygan, Wis., consis- 
tently invite the public through newspaper 
space and then provide attractive and con- 
vincing displays to sell major electrical 
appliances. They finance their own paper. 








THE basic problems of retail hardware dealers are: to get more people 
into their stores; to provide a store in which service, variety of goods 
and values encourage patronage; to facilitate second or extra sales by 
grouping related merchandise together: to promote aggressively the 
sale of more higher price units to offset the narrow margins of many 
small sales which are inseparable from hardware retailing, and to 
develop outside selling. 


—from the HARDWARE AGE PLATFORM. adopted September 29, 1932. 
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SED on 1936 returns, the 
B tin Hardware Co., 

Sheboygan, Wis., sells 115 
electric refrigerators a year, 275 
washing machines with tubs and 
250 radios. Sheboygan has a 
population of approximately 40,- 
000 people and there are many 
stores handling appliances. In 
view of this, the Trilling sales 
total is very satisfactory to the 
owners. 

Several years ago the firm set 
up a special radio and appliance 
section in its large store and _ be- 
gan to merchandise these items 
very extensively. The large roomy 
appliance section permits plenty 
of display space for refrigerators, 
ranges, radios, washers, ironers, 
vacuum cleaners and the like, and 


HARDWARE AGE 














Ss 





also affords privacy in the selling 
of these items. 

The Trilling store does not have 
any regular outside solicitors on 
electrical appliances. They rely 
instead upon adequate exterior 
and interior displays, plus con- 
sistent newspaper advertising to 
bring people into the store. They 
advertise in a daily newspaper 
about once a week with a sizable 
ad stressing some good buys in 
new or used appliances. 

H. Trilling states that it does 
not pay to canvass in a city of this 
size, for people do not like to be 
rushed into buying electrical ap- 
pliances. They would much rather 
come into a store to inspect bar- 
gains which they see advertised; 
or they may have been attracted 
by a good window display. 

“Another thing: we try to give 
our prospects as much privacy 
as possible when talking over 
terms in buying appliances,” says 
Mr. Trilling. “About 50 per cent 
of our sales are on credit, and 
it is a mistake to try to talk about 
credit terms and arrangements in 
a crowded store where other cus- 
tomers may be able to overhear 
what is being said.” 

Mr. Trilling states that his firm 
carries its own credit paper, and 
has done so from the beginning. 
The store finances its appliance 
sales on a six per cent credit 
charge, and the arrangement has 
worked out very well. Close 
a checks are kept of all payments, 
and should a customer fall be- 
hind in payments he is given re- 
minders at the proper time. Mr. 
Trilling states, too, that the aver- 
age electrical appliance prospect 
is more willing to buy at the store 
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Display Make Appliance Sales 
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Received from TRILLING HARDWARE CO.. One. 
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Copy, of the agreement used by Trilling Hardware, Sheboygan, Wis., in sell- 
ing major electrical appliances 


when they learn that the hardware 
company finances its own details. 
Many people do not like to buy 
where deals are financed by out- 
side finance corporations. 

Too, where a hardware store is 
able to bear the load of financ- 
ing, its profit on the sale is so 
much greater, and the whole affair 
can be handled to the satisfaction 
of both parties to each deal. 

The sales staff in this store 
places a refrigerator and a washer 
in other sections of the store, so 
that people who come in by va- 
rious entrances have their atten- 
tion called to electrical appliances 
by such items on display. Too, 
when a customer buys a refrig- 
erator or washer, the sales staff 
learns whether this customer has 
a modern range, vacuum cleaner 





or whatever the case may be. In 
this way they learn what each 
customer may need. Sometimes 
when they have a sale on certain 
items which they think the cus- 
tomer may want at a later date, 
they telephone such select custom- 
ers and are frequently able to 
make extra sales. A customer who 
successfully completes a purchase 
of a refrigerator on the install- 
ment basis at this store is a logical 
prospect for other appliances 
from time to time, declares Mr. 
Trilling. 

In selling refrigerators, Mr. 
Trilling points out, it pays to have 
a refrigerator running at all times, 
and to keep a unit out where peo- 
ple can inspect it and have its 
various salient features pointed 
out by a competent salesperson. 
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Suggest Coolness With Color 


FLUTTERING pennant 

atop the mainmast of a 
sailboat in your display 
window will do more to make cus- 
tomers forget the uncomfortable 
heat than anything you can devise 
in a like space of time. The win- 
dow display suggestion presented 
here is just the thing to put a 
welcome breeze in your sales dur- 
ing midsummer. Behind the back- 
ground design construct a boxlike 


Motion greatly increases sales and when 
combined with harmonious colors is a 
powerful stimulant Try these ideas 


dark blue line of waves will hold 
the design together. The sugges- 
tion carried by all this is that 
paint will make things much 


the horizon. A sailboat can be 
constructed of cardboard or wood 
and the cotton sails adjusted. 
(Perhaps you can borrow Junior’s 
cooler 





affair that will give the illusion 
of depth. In other words have the 
“distance” behind the boat about 
two feet further back than the 
foreground. Paint the sky on the 
rear wall of this boxlike aftair 
pale blue at the top, gradually 
lightening towards the bottom 
until your sky is nearly white at 
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boat.) The pennant is kept flut- 
tering by a concealed fan and 
some motion will be given to the 
sails. This fan may be placed so 
that the sails belly out in a con- 
vincing manner. The “waves” in 
the foreground should a dark 
blue, for effect, even though real 
waves are lighter in color. The 


looking and _ enjoyable. 
That is worth the trouble. Just 
try this and see. The HARDWARE 
AGE interchangeable display fix- 
tures are the basis of the arrange- 
ment of paint cans. 

More suggestion toward cool- 
ness is given in the tool window. 
Believe it or not, a cool basement 


HARDWARE AGE 
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isn’t a bad place to be on a hot 
day. You can capitalize on it by 
suggesting the basement as a place 
to work in the homeworkshop. 

A dark blue banner with white 
lettering and a bit of cotton will 
immediately switch buying minds 
to lower temperatures. After all 
a sale is first a thought. Plant the 
thought and reap the transaction. 

The photo comes from the model 
store maintained by the Chicago 
Retail Hardware Association. It 
presents a line of steel goods in 
an appropriate setting that sug- 
gests more sales. Artificial grass, 
a lithograph from a manufac- 
turer and you have a setting with 
a minimum of time and effort 
expended. 


Chicago Retail Hardware Assn. Model Store 
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GEORGE HOY MADE SECRETARY 
OF NEW ENGLAND ASSOCIATION 


For Past Six Years Has Been 


Field Secretary for New York 


Association. Will Make Headquarters in Boston, Mass. 





Effective June 14, 1937, George 
G. Hoy has been appointed sec- 
retary of the New England Hard- 
ware Dealers Association. He 
will make his headquarters at 
140 Federal St., Boston, Mass. 
For the past six years, he has 
been field secretary of the New 
York State Retail Hardware As- 
sociation, Inc., Syracuse, N. Y. 
Prior to that, Mr. Hoy was for 
five years working in retail hard- 
ware stores in Indiana and Illi- 
nois. 

Mr. Hoy succeeds Guy C. 
Small as secretary of the New 
England group. 








GEORGE G. HOY 





G-E LAMP DIVISIONS TO 
HOLD SALES MEETING 


All seventeen of General Elec- 
tric Co.’s incandescent lamp de- 
partment’s sales divisions will 
meet July 12, 13, 13 and 15 at 
department headquarters at Nela 
Park, Cleveland, Ohio. More 
than 250 lamp and lighting sales- 
men and executives will attend 
the conference. 

Besides discussing lighting 
and sales problems, the field 
force will join with Nela Park 
executives in formulating plans 
for next fall and winter. Visits 
will be paid to Nela’s lighting re- 
search laboratories. Sports events 
and other entertainment have 
been arranged. O. H. Young, 
general sales promotion manager 
incandescent lamp department. 
has supervised the arrangement 
of the program, assisted by F. S 
Hutter, lamp department’s Con- 
tinental division, Philadelphia. 
and H. L. Smith, Midland divi- 
sion, Chicago. 





McGREGOR HARDWARE CO. 
BUILDS WAREHOUSE 

The McGregor Hardware Co. 
wholesale, Springfield, Mo., is 
completing its new 10-story ware- 
house, which will provide 60,000 
square feet of storage space. The 
building is of fire-proof construc- 
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tion, gas heated throughout and 
has a nine-story spiral chute. A 
“steel room” has been specially 
constructed to store 500,000 
pounds of steel bars, angle iron, 


and wire. Furniture and _ fix- 
tures in the new offices are mod- 
ernistic and there is a complete 
interdepartmental dial telephone 
system. In addition to the new 
building, extensive remodeling 
has been done on the smaller, 
adjoining warehouse to provide 
5,000 square feet of space for 
offices. 


PURCHASING AGENTS ASSN. 
ELECTS OFFICERS 


At the 1937 annual meeting of 
the Purchasing Agents’ Assn. of 
New York, 120 Broadway, held 
on June 15, the following officers 
were elected: President, Bene- 
dict Van Voorhis, plastics depart- 
ment, E. I. duPont de Nemours 
& Co.; vice-presidents, Leonard 
G. Tubbs, National Dyeing and 
Printing Co., and Harold K. La- 
Rowe, Dairyman’s League Co- 
operative Assn., Inc.; treasurer, 
Edward B. Fielis, New York & 
Queens Electric Light & Power 
Co.; members of executive com- 
mittee, R. Park Lamborn, Kenne- 
cott Copper Corp.; William G. 
Burns, Congoleum-Nairn, Inc., 
and Carleton Reynell, Worthing- 
ton Pump & Machinery Corp. 








STANLEY WILL CONDUCT 
TWO SALES MEETINGS 


Stanley hardware salesmen 
from all sections of the United 
States and from Canada will at- 
tend a general sales meeting at 
The Stanley Works, New Brit- 
ain, Conn., July 12, 13, and 14. 
Subjects to be discussed are new 
merchandise, sales policies, ad- 
vertising and sales programs for 
1938. 

A general conference will als\ 
be held for Stanley Tool sales. 
men, July 7, 8, and 9, at the 
Stanley Rule and Level Plant, 
New Britain, with salesmen from 
all parts of the United States, 
from Canada and South Amer- 
ica, attending. Merchandising 
and sales plans for 1938 and the 
development of new hand tools 
will be discussed. 





WHITEHEAD HEADS RETAIL 
GROUP OF PITTSBURGH 


Walter E. Whitehead, White- 
head-Wilson Co., Braddock, Pa., 
has been elected president of the 
Pittsburgh Retail Hardware As- 
sociation. Other officers elected 
are Frank A. Hegner, vice-presi- 
dent; Otto Kossler, secretary. 
and Earl Monroe, treasurer. 





D. W. NORTHUP HONORED ON 10TH ANNIVERSARY 
AS PRESIDENT OF HENRY G. THOMPSON & SON 


Friends and associates of D. 
W. Northup commemorated his 
tenth anniversary as president of 
The Henry G. Thompson & Son 
Co., manufacturer of Milford 
hacksaw blades, New Haven, 
Conn., with a testimonial dinner 


on June 1 at the Hotel Taft, New 
Haven. 

An appropriate memento was 
given to Mr. Northup by his as- 
sociates and many tributes were 
paid to him by members of the 
Thompson organization. William 








P. Jeffery, secretary of the Hack 
Saw Manufacturers Association 
of America, which Mr. Northup 
was instrumental in establishing 
approximately 10 years ago, was 
one of the principal speakers. 





The friends and business associates of D. W. Northup at the testimonial dinner given him on his 10th 
anniversary as president of The Henry G. Thompson & Son Co. 
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MFRS. AND WHOLESALERS 
TO MEET IN CHICAGO 


The National Wholesale Hard- | 


ware Association and the Amer- 
ican Hardware Manufacturers 
Association will hold their joint 
convention in Chicago, IIl., Octo- 
ber 18 to 21. The headquarters 
will be at the Palmer House. The 
secretaries urge that reservations 
be made as early as_ possible. 
George A. Fernley is secretary- 
treasurer of the wholesalers’ as- 
sociation with offices at 505 Arch 
St., Philadelphia. Charles F. 
Rockwell is secretary-treasurer of 
the manufacturers’ association 
with offices at 342 Madison Ave., 
New York City. 





300 ATTEND NORTH 
JERSEY ASSN. PARTY 


Approximately 300 members 
and guests attended the second 
annual dinner and entertainment 
of the North Jersey Hardware 
& Supply Association, Thursday, 
June 17, at the Ritz Hotel, Pas- 
saic, N. J. Business was dis- 
pensed with at this meeting and 
the evening given over to a fine 
dinner and entertainment 
nished by several vaudeville acts. 
A large delegation from the 
Hardware Square Club of New 
York City was present as well 
as representatives from several 
prominent eastern hardware con- 
cerns, 


McKINNEY ISSUES NEW 
PRICE LISTS, CATALOGS 


The McKinney Mfg. Co., Pitts- 
burgh, Pa., has combined in a 
single volume both a complete 
catalog of its hinge and garage 
hardware and the latest price 
sheet for those products. All 
prices are effective May 10, 
1937, and are list prices, thus 
enabling the dealer to refer to 
the catalog in the presence of his 
customer. This new catalog is 
known as the No. 78 Price Book 
and contains 150 pages of illus- 
trations, descriptions, specifica- 


fur-. 





tions, as well as prices, of Mc- , 


Kinney’s hinge and garage hard- 
ware products. 
listed; obsolete items taken out, 
and where necessary, corrections 
made. In this catalog also, the 
company’s numbering system has 
been revised and simplified, to 
facilitate the use of the numbers. 
The catalog is divided into nine 
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New items are | 


| sections and a new type of index, 
| making it possible to open the 


book quickly to the desired clas- 
sification. 

A new price list for the Mc- 
Kinney Forged Iron Hardware 
catalog No. 6 has also been com- 
piled. This catalog contains Mc- 
Kinney’s exclusive and patented 
Warwick and Alhambra designs, 
as well as many others. Several 
pages show suggested applica- 
tions of those lines. This cata- 
log has 95 pages and each item 
is illustrated with complete spe- 
cifications given. 





TOEPEL TO MANAGE SALES 
FOR ASSOCIATED MFRS. 


R. R. Toepel has been ap- 
pointed general sales manager of 
Associated Manufacturers, Inc., 
Waterloo, Iowa, manufacturer of 
Iowa cream separators, gasoline 
engines and oil burners. Mr. Toe- 
pel has had wide experience in 
the hardware and implement 
field, having formerly been con- 
nected with the James Mfg. Co., 
Fort Atkinson, Wis., and the Clay 
Equipment Corp., Cedar Falls, 
Iowa. 


RECORD GATHERING AT 
GLOBE SALES MEETING 


More than 250 distributors and 
dealers attended the three-day 
sales conference recently held by 
the Globe American Corp. in Ko- 
komo, Ind. The theme of the 
meeting was “Wake Up and 
Sell.” Business sessions included 
a dramatization of a Globe deal- 
er “waking up” and making the 
most of his possibilities to “sell”; 
the discussion of a new finance 
plan; increased rural income; 
use of trailers in displaying and 
selling Globe ranges, and the 
presentation of promotional and 
sales material available for 1937. 
Various entertainment features 
were also provided for the amuse- 
ment of dealers and distributors. 





R. D. WHITE LEAVES 
SNOWDEN, INC. 
Russell Deane White has re- 
signed his position as vice-presi- 
dent of Snowden, Inc., wholesale 


‘and retail, Media, Pa. Mr. White 


has been connected with the con- 
cern for 21 years, and previously 
with the Seymour Lumber and 
Hardware Co., Seymour, Conn., 





and a similar business in Albany, 
N. Y. In 1921 when the Snow- 
den firm was incorporated, Mr. 
White was elected vice-president. 





E. W. RISTAU ELECTED 

SKILLSAW VICE-PRES. 
Edward W. Ristau has been 
elected vice-president in charge 
of sales, advertising, and all pro- 
motional work for Skillsaw, Inc., 
3310 Elston Ave., Chicago, III. 





EDWARD W. RISTAU 


Mr. Ristau has been associated 
with the company for eight years, 
the past five years as sales man- 
ager and also directing advertis- 
ing and sales promotion, and 
previously as a salesman in the 
Chicago territory. The need for 
an additional active officer was 
brought about by the expansien 
of the Skillsaw line and a greatly 
increased sales volume. 





EASTERN STATES SKEET 
SHOOT, AUG. 7 AND 8 


The Seventh Annual Eastern 
States Skeet Championship Shoot 
will be held by the Ludlow Fish 
& Game Club, Inc., at Ludlow, 
Mass. On Saturday, Aug. 7, at 
1 P. M. there will be held the 


ladies championship; the 410 
gage — 2%-in. championship; 
junior championship; 28 gage 


championship, and the _profes- 
sional championship. All are 100 
target events. On Sunday there 
will be the all bore event for 
five-man team and _ individual. 
This shoot will start at 8 A. M., 
with 100 targets per man. ‘Ihey 
will be classed per their record 
in A-B-C-D class. Fifty-four dif- 
ferent trophies will be awarded. 





BIRD & SON MOVES 
CHICAGO OFFICE 


Bird & Son, Inc., East Wal- 
pole, Mass., manufacturer of 
Bird armored with Bakelite rugs 
and floor coverings, Economy 
felt base and Chromalin, recently 
moved its Chicago office from the 
Lytton Bldg., to room 13-118 
Merchandise Mart. This new 
office and show room will be 
open to all wholesalers and deal- 
ers attending the summer mar- 
ket in Chicago. An all-new dis- 
play of the complete 1937 line 
has also been installed at the 
company’s New York office and 
display room, 295 Fifth Ave. 

The Bird Floor Covering Sales 
Corp., East Walpole, on June 15 
held a banquet meeting for 125 
western Washington floor cover- 
ing dealers at the Olympic 
Hotel in Seattle. The meeting 


‘| was under the leadership of the 


company’s coast representative, 
Eddie Roberts, and was held in 
conjunction with the F. B. Con- 
nelly Co., its distributor. W. R. 
McCurdy, general sales manager, 
presided at the banquet at which 
addresses were made by Senator 
F. B. Connelly, president of the 
F. B. Connelly Co., and Kenneth 
A. Connelly, vice-president and 
general manager. 

Mr. Roberts presented the new 
line of Bird floor covering. He 
also announced that the Con- 
nelly organization, formerly dis- 
tributor in western Washington 
only, would now act as represen- 
tative for Washington, Oregon, 
Idaho, and Montana. 


MOHAWE VALLEY ASSN. 
HOLDS LADIES’ NIGHT 


Ladies were invited to attend 
the June 10th dinner-meeting of 
the Mohawk Valley Hardware 
Dealers Association at the Rome 
Golf and Country Club, Rome, 
N. Y. Mr. Spriggs, of the Rome 
Copper & Brass Co., gave an in- 
teresting talk on the manufac- 
ture of the copper tea kettle, 
dating from the earliest times 
when copper was rolled in Eng- 
land and imported to America 
down to the modern tea kettle, 
explaining the various steps in 
its production. Ladies were also 
invited to attend the July 8th 
meeting of the association which 
will be held in Utica, N. Y. 
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NATIONAL BRASS BUILDING | 
NEW ADDITION 


The building expansion pro- 
gram of the National Brass Co., 
manufacturer of builders’ hard- 
ware and of the Dexter Tubular 
Lock and Latch, at its plant in 
Grand Rapids, Mich., will be 
completed within the month. 

This new building, necessi- 
tated by the growing popularity 
of the company’s line of kitchen 
cabinet hardware, will be devoted 
mainly to the plating and finish- 
ing operations of these items. Of 
particular interest in the com- 
pletely new-equipped department 
is a recently developed process 
of plating which guards against 
defects and gives added assur- 
ance toward perfect quality 
chrome finish. 

Although during the past few 
months the company’s production 
has been impaired, L. M. Dexter, 
president of the company, as- 
sures its production will be 
greatly increased and the en- 
larged plant will again permit 
filling orders with promptness. 





AMERICAN HOME PRODUCTS 
BUYS WIZARD, INC. 


The business of Wizard, Inc., 
5235 W. 65th St., Chicago, IIl., 
and of its subsidiary, Midway 
Chemical Co., also of that ad- 
dress, has been purchased by the 
American Home Products Co. of 
Jersey City, N. J., and is now 
being operated under the name 
of Midway Chemical Co. A 
manufacturing plant will be 
erected in Jersey City and will 
be operated in addition to Mid- 
way’s factories at Los Angeles, 


Cal., and Atlanta, Ga. 





SYLVAN W. BRAUN HEADS 
ENTERPRISE MFG. 


At a recent board of directors 
meeting, The Enterprise Mfg. 
Co. of Pa., Philadelphia, elected 
the following officers: Sylvan W. 
Braun, president, to succeed the 
late H. E. Asbury; T. Henry As- 
bury, vice-president and _ treas- 
urer; William Duerr, secretary. 

Mr. Braun as_ vice-president 
and general manager during the 
recent illness of the late Mr. H. 
E. Asbury, performed substan- 
tially the same duties his new 
office will require of him. He 
started with Enterprise as a 
young man, first in the shop as 
an inspector, then as foreman of 
the shop, and later chief inspec- 
tor. From that position he en- 
tered the office as a financial 
executive, and in 1934 was elect- 
ed treasurer. After the passing 
of the late C. W. Asbury, son ot 
the founder of the company, Mr. 
Braun became vice-president and 
general manager, a _ position 





which he heic »*til recently. 
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T. Henry Asbury, son of the | F. Roberts, president; H. R. 


late C. W. Asbury, has spent 
his entire business life in the 
production and selling divisions 
of the company. In addition to 
his duties as vice president and 
treasurer, he will supervise the 
distribution of the company’s 
electrical machines. 

K. L. Zimmerman, recently ap- 
pointed manager of sales, was 
formerly zone manager for Fire- 
stone Tire & Rubber Co., and 
prior to that sales promotion 
manager for Henry Disston & 
Sons, Inc. H. L. Slocum is sales 
promotion manager. 





OLYMPIC HDWE. OBSERVES 
EIGHTH ANNIVERSARY 


The Olympic Hardware & Fur- 
niture Co., 830 Water St., Port 
Townsend, Wash., is celebrating 
with a huge one-week sale, its 
eighth anniversary under the 
management of Oscar E. Hetzel 
and E. A. Witheridge. In an- 
nouncing its anniversary, the 
firm set a record for advertising 
in the Port Townsend Leader by 
using five and a half pages to 
broadcast its sale. Free shopping 
bags and tire covers were dis- 
tributed to visitors. 

Mr. Hetzel is president and 
manager of the furniture depart- 
ment while Mr. Witheridge is 
secretary-treasurer and manager 
of the hardware and housewares 
department. Since they took 
over the management of the busi- 
ness, each year new stock has 
been added and the floor space 
increased. In addition to actual 
store improvements, the Olympic 
has added a large delivery truck 
system, and the latest type office 
equipment to facilitate handling 
accounts, etc. 


C. F. & I. PURCHASES 
WEST COAST WIRE FIRM 


The Colorado Fuel and Iron 
Corp., Denver, Colo., has taken 
over substantially all of the as- 
sets of the California Wire Cloth 
Co., Oakland, Cal., with branch- 
es in Los Angeles and San Fran- 
cisco, Cal., and Seattle, Wash., in 
exchange for 10,495 shares of 
Colorado Fuel and Iron Corp. 
stock. 

Operations will be conducted 
by a wholly owned subsidiary of 
the Colorado Fuel and Iron Corp. 
and the name of the new com- 
pany will probably be similar to 


that of the old California com- | 
No interruption of opera- | 


pany. 
tions is anticipated and it is ex- 
pected that the California plants 
will be improved and modernized 
with probable provision made for 
increased production. 

Present officers of the Califor- 
nia Wire Cloth Co. are: William 





Merriam, vice-president; M. W. 
Dohrzensky, secretary, and George 
P. Stockfleth, assistant treasurer. 





JERSEY SHORE ASSN. 
PLANS OUTING 


At the June 16 meeting of the 
Jersey Shore Retail Hardware 
Association at the Ansonia Ho- 
tel, Asbury Park, N. J., a com- 
mittee was appointed to have 
charge of the group’s annual La- 
dies’ Night and Entertainment, 
which will be held July 16 at 
Vivian Johnson’s, Ocean Ave., 
Long Branch, N. J. Members 
of the committee are: Whitney 
Thatcher, Thatcher, Inc.; Charles 
Heyinger, Sterner Lumber Co.; 
Roland Morton, Lewis Lumber 
Co., and L. R. Usher, Buchanon 
& Smock Lumber Co. 





INDUSTRIAL DESIGNERS 
OPEN NEW YORK OFFICE 


Designers for Industry, Inc., 
Terminal Tower, Cleveland, 
Ohio, industrial designers and 
product stylists, have established 
quarters in the International 
Bldg., Rockefeller Center, New 
York. A designing staff will be 
maintained in this office, which 
is in charge of H. C. Gooding. 
Mr. Gooding was _ transferred 
from the Chicago office to be- 
come business manager for the 
Eastern district. George E. Hen- 


ry, formerly associated with the | 


business paper field, has been 
appointed sales promotion man- 
ager with headquarters in the 
New York office. 





R. W. BASS HEADS NEW 
MANUFACTURERS’ AGENCY 


R. W. Bass is president and 
treasurer of the newly organized 
Hardware Distributors, Inc., 1610 
Sumter St., Columbia, S. C., 
manufacturers’ representatives for 
hardware, industrial supplies, 
sporting goods, cutlery, and 
housefurnishing, in North and 
South Carolina and Georgia. Mr. 
Bass was formerly manager of 
the wholesale department of 
Lorick-Lowrance Co., Columbia, 
S.C. C. H. Adams is vice-presi- 
dent of the new concern. He 
was formerly in the retail hard- 
ware business and also for many 
years a salesman for wholesale 
hardware concerns. 





CYCLE TRADES MEETING 
TO BE HELD JULY 21-23 


The annual mid-summer meet- 
ing of the Cycle Trades of Amer- 
ica will be held July 21 to 23, 
inclusive, at the French Lick 
Springs Hotel, French Lick 
Springs, Ind. Meetings of the 
Bicycle Manufacturers Associa- 
tion, the Cycle Jobbers Associa- 
tion and the Cycle Parts & Ac- 
cessories Association will be held 
during the convention. L. N. 
Southmayd, manager, Cycle 
Trades of America, has his head- 
quarters at 122 E. 42nd St., New 
York City, 

SEGAL LOCK TO REOPEN 

BROOELYN, N. Y., PLANT 

The Segal Lock & Hardware 
Co., Inc., 261 Broadway, New 
York City, is reopening its plant 
in Brooklyn, N. Y. 





CORRECTION 


HARDWARE AGE on page 
62 of its June 3 issue announced 
the appointment of Matt W. Flo- 
to as assistant manager of Chi- 
cago district sales for the Amer- 





Who was app man- 
ager of Chicago district sales, 
American Steel & Wire Co. 





ican Steel & Wire Co., Chicago, 
Ill. Through an error, the photo 





shown with the news item was 
that of Walter M. Floto, man- 
ager of Merchants Products 
Sales Department, Chicago dis- 
trict, American Steel & Wire Co., 





WALTER M. FLOTO 


and brother of Matt W. Floto, 
who received the new appoint- 
ment. Messrs. Floto are shown 
here correctly identified. 


HARDWARE AGE 
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JOHN S. AUVIL RESIGNS AS 
PRESIDENT GREER & LAING 


John S. Auvil, who has held 
the position of president and 
general manager of Greer & 
Laing, Wheeling, W. Va., has re- 
signed that position after a long 
association with the firm. 





JOHN S. AUVIL 


Mr. Auvil began his career in 
the hardware business in a small 
town general store in West Vir- 
ginia, later spent six years with 
the New York Central Railroad 
and joined Greer & Laing as bill- 
ing clerk in 1910. He success- 
ively held posts in the purchas- 
ing department, later sales man- 
ager and assistant treasurer. He 
succeeded Frank Ebling, for 
many years vice president and 


general manager. J 


Mr. Auvil’s home address is 2 
Woodcrest Apartments, Wheel- 
ing, He will enjoy a period of 
vacation before entering business 
again. 





FRED C. WOOD IN NEW 
SAN FRANCISCO OFFICE 


Fred C. Wood, manufacturers’ 
representative, has opened new 
offices and sales rooms in the 
new Western Furniture  Ex- 
change and Merchandise Mart, 
San Francisco, Cal. This build- 
ing is closely patterned after the 
Merchandise Mart in Chicago. 
Mr. Wood’s quarters are on the 
fifth floor which is devoted to the 
display and sales of china, glass, 
and giftware. He represents the 
following lines: The Hammond 
Clock Co.; Hill-Shaw Co.; The 
Crooksville China Co.; The 


Sterling Glass Co.; Crystal Fyr- | 
ant Co.; Utility Electric Co., and | 


Levy Bros. of Philadelphia. 





CHEMICAL IMPORTING FIRM | 


OPENS CHICAGO OFFICE 


Royal H. Miller has become 
associated with the Robinson 
Wagner Co., Inc., importers of 
chemicals and manufacturers of 
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| are now available. 
' be obtained from the Superin- 
| tendent of Documents, Govern- 





Lanoline, 24 State St., New York 
City, and is in charge of the com- 
pany’s new Chicago district 
office. Mr. Miller was formerly 
advertising manager of The 
Turner & Seymour Mfg. Co., 
Torrington, Conn. 


RECOMMENDATIONS 
PRINTED ON PAPER 
SHOT SHELLS 
The Division of Simplified 
Practice of the National Bureau 
of Standards has announced that 
printed copies of Simplified 
Practice Recommendation R3l- 
37, Loaded Paper Shot Shells, 
Copies may 


ment Printing Office, Washing- 
ton, D. C., for five cents each. 

The present revision differs 
considerably from the previous, 
or fourth revision, in the grades 
of shells to be supplied. It also 
covers a more complete group- 
ing of the loads by the addition 
of Skeet Loads, Progressive 
Burning Powder Loads, etc. The 
new list eliminates two classifi- 
cations in the previous edition, 
Black Powder Loads and Me- 
dium Cup Smokeless Loads. 
This newest revision also pro- 
vides a more complete range of 
gages, loads and shot sizes in 
the low cup smokeless group. 
The High Cup Smokeless and 
Progressive Burning Powder 
Loads, High Cup, retained in the 
new line, cover a most complete 
range of loads for all normal 
shooting requirements. The new 
list reduces the number of 
standard loads shown in the pre- 
vious list approximately 17% per 
cent. 

This recommendation is effec- 
tive from Jan. 2, 1937, and is 
subject to regular review by a 
standing committee of the indus- 
try. 


ENLARGING SAN FRANCISCO 
DU PONT PAINT PLANT 


The additional building now | 
being erected by E. I. duPont de 
Nemours & Co., Inc., at its S. 
San Francisco, Calif., plant rep- | 
resents another step in carrying 
out the comparatively recent de- 
cision of the company to provide 
local manufacturing facilities for 
the purpose of improving its 
service to Pacific Coast consum- 
ers of paints, varnishes, lacquers 
and enamels. The first unit was 
put in operation in January, 
1936, and the second section, 
which will be used primarily for 
production of “Duco” and other 
automotive finishes, is under 
construction. 

The new plant also will trans- 
fer to San Francisco the manu- 





facture of much of the house 
paint that was formerly shipped 
from eastern plants. 


U. S. RUBBER TRANSFERS 
GILMER TO NEW YORK 


C. W. Gilmer, heretofore man- 
ager of sales in Seattle, Wash., 
mechanical goods division of the 
United States Rubber Products, 
Inc., New York City, has been 
transferred to the New York 
office as belting sales engineer. 
L. F. Koepp, formerly salesman 
in the Seattle district, has been 
appointed manager there. 





ALABASTINE CO. ADDS 
TO SALES STAFF 


Frank P. Wilson has been ap- 
pointed representative in Kansas 
and western Missouri for the oil 
paint line of the Alabastine Co., 
Grand Rapids, Mich. He will 
make his headquarters in Atchi- 
son, Kan. 


SPACKMAN MANAGES LYON 
METAL PRODUCTS SALES 


H. B. Spackman, formerly gen- 
eral sales manager of the steel 
products division of the U. S. 
Gypsum Co., Chicago, has been 
appointed general sales manager 
of Lyon Metal Products, Inc., 
Aurora, Ill. In his new position, 
Mr. Spackman will have super- 
vision of all sales activity, in- 
cluding advertising and _ sales 
promotion. 





R. H. URE RETIRES FROM 
WHITING-ADAMS CO. 


Robert H. Ure, assistant sales 
manager of the Whiting-Adams 
Co., Boston, Mass., because of 
poor health, is retiring from act- 
ive participation in the affairs of 
the company. He had been con- 





ROBERT H. URE 


nected with the concern and its 
predecessor, J. J. Adams & Co., 
Brooklyn, N. Y., for the past 45 
years. 

Mr. Ure will continue his in- 
terest in the brush business as a 
member of the board of directors 
of Whiting-Adams. He was par- 
ticularly well known on the West 
Coast where he spent many years 
working through W. P. Fuller 
& Co. 





REVISED SIMPLIFIED PRACTICE 
RECOMMENDATIONS BEFORE INDUSTRY 


The following revised recom- 
mendations have been approved 
by the standing committees in 
charge of these recommendations 
and the Division of Simplified 
Practice of the National Bureau 
of Standards, Department of 


| Commerce, has mailed copies to 


all interests for consideration and 
approval. 

The original recommendation 
R159, Forged Hammers, proposed 
by the Hammer Division of the 
General Tool and _ Implement 
Association, and which became 
effective July 1, 1935, lists kinds, 
grades, styles, and weights of 
handled hammers for all pur- 
poses. The proposed revision 
will offset a net reduction of 13 
sizes, or seven per cent of the 
sizes now listed. 

Recommendation R158, Forged 
Axes, which was proposed by the 
Axe Division of the General Tool 
and Implement Association and 
became effective July 1, 1935, 
lists patterns, range of weights, 
and grades for single-bit, double- 
bit and miscellaneous types of 
axes. The revision will effect a 
net reduction of 125 sizes, or 24 





per cent of the sizes now listed. 

Recommendation R160, Forged 
Hatchets, proposed by the Hat- 
chet Division of the General Tool 
and Implement Association, and 
which became effective July 1, 
1935, lists grades, kinds, and 
sizes of handled hatchets for all 
purposes. The proposed revision 
will effect a net reduction of 15 
sizes or 11 per cent of the sizes 
now listed. 

These revised schedules when 
adopted, will remain in effect 
until they are again revised by 
the Standing Committee of the 
industry. Copies of the proposed 
revision, in mimeographed form, 
may be obtained from the Divi- 
sion of Simplified Practice, Na- 
tional Bureau of Standards, Wash- 
ington, D. C. 


NEW BUILDING 
The Krtzwile Hardware Co., 


Suffolk, Va., has recently moved 
into a newly constructed build- 
ing on East Washington St., that 
city. The firm carries a com- 
plete line of hardware, mill and 
farming supplies. 
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=—oOBITUARY= 


RICHARD C. STEWART 


Richard C. Stewart, chairman 
of the board of directors of The 
Stewart Iron Works Co., Cincin- 


RICHARD C. STEWART 


nati, Ohio, passed away June 14, 
1937. Mr. Stewart until recently 
was president of the company. 


T. W. PHILLIPS 


T. W. Phillips, 69, president 
of the Phillips & Quarles Hard- 
ware Co., Nashville, Tenn., 
passed away June 10 of a heart 
attack. Mr. Phillips had been in- 
the hardware business practical- 
ly all his business life. For sev- 
eral years he operated a store at 
Watertown, Tenn., and after 
coming to Nashville in 1907, was 
for 10 years connected with the 
firm of Phillips & Buttorff Mfg. 
Co. Twenty years ago he organ- 
ized the firm of Phillips & 
Quarles. He leaves his widow, 
two daughters, and a son. 


CHARLES E. HEATH 


Charles E. Heath, 65, vice- 
president and general manager of 
The Fate-Root-Heath Co., Plym- 
outh, Ohio, for 40 years, died 
recently following an illness of 
several months. Mr. Heath be- 
came associated with Root Bros., 
Medina, Ohio, in 1890. Shortly 
after, the firm moved to Plym- 
outh, where as manufacturers 
of shoe repair outfits and hard- 
ware specialties, the company es- 
tablished itself as The Root- 
Heath Mfg. Co. When the firm 
was merged with The J. D. Fate 
Co., a few years later, the firm 
was changed to The Fate-Root- 
Heath Co., and added to its lines 
the manufacture of Plymouth lo- 
comotives, Silver King tractors, 
Clay working machinery, and 
lawn mower grinders. 


Surviving Mr. Heath is a son, | 


Earl W. Heath, 
grandchildren. 


and several 


42 





CHRISTIAN H. AHLBRAND 


Christian H. Ahlbrand, 65, in 
the retail hardware business for 
50 years and proprietor of the 
Union Hardware Co., Seymour, 
Ind., died recently of a heart ail- 
ment. At the age of 15, Mr. Ahl- 
brand started work for the Car- 
penter & Stanfield Hardware Co., 
purchasing the business in 1894 
with the late George Breitfield 
and later founding the Union 
Hardware Co. He became sole 


| owner of the company 15 years 


ago. 

Mr. Ahlbrand was a member 
of the Indiana Hardware Dealers 
Association and several business 
groups as well as having served 
his city as councilman and mem- 
ber of the county tax board. His 
widow and a sister survive. 


ALFRED G. GRUENER 


Alfred G. Gruener, 66, presi- 
dent and treasurer of the Grue- 
ner Hardware Co., Fitchburg, 
Mass., passed away June 6. He 
had been in the hardware busi- 
ness in Fitchburg for the past 
27 years. Three daughters and 
two brothers survive. 


CHARLES L. TITUS 


Charles L. Titus, representa- 
tive of Sargent & Co., New Ha- 
ven, Conn., in the New England 
territory and the Maritime Prov- 
inces, passed away June 3. Mr. 
Titus had been connected with 
the company for 34 years. 


MRS. N. A. TABER 


Mrs. N. A. Taber, wife of N. 
A. Taber, formerly of the old 
Buffalo Wholesale Hardware Co., 
Buffalo, N. Y., passed away re- 
cently. Mr. Taber was in the 
wholesale hardware business for 
nearly 50 years. Since the pass- 
ing of the Buffalo concern, he 
has been retired and has resided 
at 30 Walnut St., East Aurora, 
NM. %. 


GEORGE A. PAYNE 


George A. Payne, 56, treasurer 
of the Wood Shovel & Tool Co., 
and the American Pullmatch Co., 
Piqua, Ohio, and former treas- 
urer of the Otis Steel Co., Cleve- 


land, died recently in a Piqua | 


hospital. 


HENRY A. LAMOTTE 
Henry A. Lamotte, 57, vice- 


| president of A. Hinkel Sons, cut- 





CONNELLY CO. HOLDS 
SALES CONVENTION 


The F. B. Connelly Co., Seat- 
tle, distributor of household ap- 
pliances for Washington, Oregon, 
Idaho, and Montana, recently 
held a sales convention of all its 
sales and executive staffs in Seat- 
tle, where sales plans for the bal- 
ance of 1937 were discussed. 

The company has taken on the 
distribution of Sapolin paints 
throughout its territory. 


BARD MFG. CO. SUCCEEDS | 


BRYAN WHEELBARROW CO. 


The Bard Mfg. Co., Bryan, 
Ohio, is successor to the Bryan 
Wheelbarrow Co. and Bryan Dis- 
play Co. of Bryan, Ohio. The 
Bard concern manufactures the 
E. Z. Laid roof cleats, Bard oil 
furnace, air conditioners, and oil 
storage tanks. 


MARION-CRAFTSMAN TOOL 
CHANGES NAME 


The name of The Marion- 
Craftsman Tool Co., tool manu- 
facturer, Marion, Ind., has been 
changed to the Marion Tool 
Corp. There has been no change 
in officers or management. 


A. L. SMITH LEAVES 
WALKER & PRATT 


A. L. Smith, vice-president of 
Walker & Pratt Mfg. Co., Boston, 
Mass., has announced his resig- 
nation from that company as of 
June 1, 1937. Mr. Smith resigned 
to take a much needed vacation. 


DAYTON ASSN. MEMBERS TO 
CLOSE FOR HALF DAY 


Associate members of the Day- 
ton Retail Hardware Association 
at their June 7 meeting, agreed 
to close their stores every 
Wednesday afternoon, the year 
around. They are also petition- 
ing all dealers in Dayton, Ohio, 
to follow the same procedure. 








BRIEFS 


NORTH CAROLINA 
Jordan & Holt, Inc., Smith- 
field, N. C., have renovated their 
store on Third St. 








A partnership, the Nance- 
Presnell Hardware Co., Rocking- 
ham, N. C., has been dissolved 


|and the business is now being 
| operated by W. C. Nance as the 


Nance Hardware Co. 


TENNESSEE 

Dobson & Howard have ac- 
quired the business formerly op- 
erated as Dobson Bros., in Gar- 
land, Tenn. H. C. Fletches has 
retired from the business. The 
company handles some hardware 
lines as well as groceries and 
farming implements. 


T. F. Sheets of Vonore has 
purchased the Jefferson City 
Hardware Co., Jefferson City, 
Tenn. 


TEXAS 
J. W. Parr has purchased the 
shelf and heavy hardware stock 
of the B. T. Galloway Hardware 
Co., Friona, Tex. 


Levy Lee, owner of Lee Hard- 
ware store, Ballinger, Tex., re- 
cently purchased part of the 
stock of the Schuhmann Hard- 
ware Co. and has leased the 
building formerly occupied by 
that company. The store is lo- 
cated on Hutchings Ave., adja- 
cent to the Palace Theater. 


George R. Langbois has or- 
ganized the Dayton Hardware 
Co., Dayton, Tex., and will carry 
lines of general hardware, farm 
implements, and electrical mer- 
chandise. 


VERMONT 
The Strong Hardware Co., 205 
Main St., Burlington, Vt., will 
open a more modern basement 
store shortly. 


WASHINGTON 
R. J. Taber has purchased the 
Stevenson Hardware store in 
Stevenson, Wash. 





lery manufacturer of Keene, N. 
H., passed away May 31. 


WILLIAM WESTLAND 
William Westland, 73, founder 
of the Westland Hardware Co., 
Quincy, Mass., passed away re- 
cently after a three weeks’ ill- 
ness. The store was founded 39 
years ago and in recent years 





Mr. Westland’s sons had joined 
him in operating the business. 


BENJAMIN JAFFE 
Benjamin Jaffe, president and 
rounder of the Jaffe Hardware 
Co., St. Louis, Mo., passed away 
at his home in that city. He 
leaves four daughters and three 
sons. 
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. GILLIAM IS WINNER 

AT N. Y. GOLF PARTY 
H. L. Gilliam, 50 Church St., 
New York City, representative, 
The Wood Shovel & Tool Co., 
Piqua, Ohio, and president of 
The Hardware Trade Association 
of New York, won first prize for 


H. L. GILLIAM 


having the low gross at the golf 
party of the association held 


June 22 at St. Albans’ Golf Club, 


St. Albans, Long Island, N. Y. 
Mr. Gilliam, who also won the 
championship cup at the recent 
tournament of the Eastern Hard- 
ware Golf Association, made the 
course in 88 strokes. Winners in 
the “kickers tournament” were 
H. L. Downs, Downs-Smith Brass 
& Copper Co., 304 E. 45th St., 





New York City, and L. William 
Santasiere, New York attorney. 

At the banquet held in the eve- 
ning President Gilliam welcomed 
more than thirty members and 
guests, expressed pleasure at the 
fine turnout for the association’s 
first party, and awarded the 
prizes. Robert E. Doti, Igoe 
Bros., Brooklyn, N. Y., chairman 
of the entertainment committee 
and chairman of the golf party 
arrangements, introduced the 
Hon. Adrian Bonnelly, Deputy 
Attorney General of the State 
of Pennsylvania, and an author 
ity on immigration law. Mr. Bon- 
nelly made a brief inspirational 
address and completed his re- 
marks with some humorous 
stories. 

Other guests introduced by Mr. 
Doti were: Mr. Santasiere, Nat 
Blumberg, Hempstead, Long 
Island; Fred Danaher, U. S. 
Leather Co., 27 Spruce St., New 
York City; James Fitzgerald, 
American Steel & Wire Co., New 
York; Jay Miller, Bethlehem 
Steel Co., New York; Oliver 
Munroe, James & Hawkins, Inc., 
43-42 Tenth St., Long Island 
City, N. Y., and Kenneth A. 
Heale, HARDWARE AGE. 

DOWNS-SMITH MOVE 
WAREHOUSE, OFFICES 


The Downs-Smith Brass & 
Copper Co., Inc., manufacturers 
and distributors of sheet, tube, 
pipe, wire, rod, etc., recently 
moved its executive offices and 





warehouses to 304 E. 45th St., 
New York City. The company’s 
offices were formerly located in 
Long Island City, N. Y. The 
new quarters provide the com- 
pany with larger and improved 
facilities for serving the trade 
throughout the East. 


ST. LOUIS BUILDERS HDWE. 
CLUB HAS 50 MEMBERS 


The Builders’ Hardware Club 
of St. Louis, Mo., in two years 
has progressed to a point where 
the club’s membership now in- 
cludes approximately 50 active 
members. The club was orig- 
inated two years ago at the sug- 
gestion of W. V. Lane, Monarch 
Metal Products Co., by 15 build- 
ers’ hardware men of St. Louis. 

The purpose of the club is to 
create good fellowship among the 
men in the builders’ hardware 
business and to meet for their 
mutual enjoyment. Meetings are 
held every fourth Thursday of 
every month, with dinner and en- 
tertainment adding to the eve- 
ning’s fun. Dues are $3.00 a 
year. 

Officers of the Builders’ Hard- 
ware Club are: President, W. E. 
Peterson, Shapleigh Hdwe. Co.; 
vice-president, Joseph A. Mar- 
tin, Melcher Schene Hardware 
Co.; secretary, Joseph J. Hoff- 
man, Central Hardware Co.; 
treasurer, Adolph H. Bahn, Sim- 
mons Hardware Co., and _ ser- 
geant-at-arms, Mr. Lane. 





E. M. JOESAM CO. ADDS 
TO ITS LINES 


The E. M. Joesam Co., manu 
facturers representatives at 170 
Purchase St., Boston, Mass., has 
been appointed representative of 
the Samuel P. Townsend Lawn 
Mower Co., Bloomfield, N. J. 
The Joesam concern has also in- 
creased its warehouse space at 
the Purchase St. address, and is 
now occupying the entire third 
floor. 


DEALER WANTS CATALOGS 


A fire at Steisel’s hardware, 17 
Glen St., Glen Cove, Long Island, 
New York City, destroyed cata. 
logs and price lists. G. God. 
schalk, of Steisel’s, would appre: 
ciate receiving catalogs and price 
lists to replace those lost. 


ANDREW IGOE 


Andrew Igoe, 68, assistant 
treasurer, Igoe Bros., 69 Metro- 
politan Ave., Brooklyn, N. Y., 
wholesale distributors of general 
and heavy hardware, passed 
away recently. Although Mr. 
Igoe had been in poor health for 
quite some time he continued to 
be active in the business, of 
which he was one of the found- 
ers. He is survived by Mrs. Igoe, 
his son Peter, who is affiliated 
with the Igoe Bros. organization, 
and his brothers, Peter, James 
and Thomas. 





TEXAS JOBBERS REELECT OFFICERS AT 42ND ANNUAL CONVENTION 


Dallas (second from left in photo), was reelected president of the association. 


At the 42nd annual convention, June 14 to 15, Hotel Galvez, Galveston, Tex., O. H. Mann, Higginbotham-Pearlstone Hdwe. Co., 


Other officers reelected are: vice-presidents, D. P. 


Seay, Morrow-Thomas Hardware Co., Amarillo, and R. R. Witt, Builders Supply Co., San Antonio, and secretary-treasurer, Nat M. 


Johnson, Southern Hardware, Dallas. 
W. B. Connally, and N. F. Van Hoogenhuyze, was also reelected. 


About 300 attended the sessions of the convention. 


The executive committee consisting of George C. Black, chairman, A. H. Schumacher, 


At the morning session, Monday June 14, J. Frank Boxwell, Texas Hard- 


ware Boosters Club, discussed “Boosting the Hardware Industry in Texas”; C. A. Jay spoke on “State and Local Taxes,” which 


was followed by a general discussion. 
place. At the afternoon session E. W. Hardin, Amarillo Hardware Co., told about his recent trip to South America. 


The convention then adjourned and an executive session of the Texas Boosters took 


On 


Tuesday morning, Mr. Van Hoogenhuyze spoke on “Training and Handling Salesmen,” and the chairmen of the various com- 
mittees gave their reports. This was followed by the business of the association and election of officers. 
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Fair Trade Practice Agreements 
Under Existing State Laws 


A lawful and practical plan that corporations may fol- 
low to utilize Fair Trade Laws in States in which they 
are not resident. 


EDITOR'S NOTE—This letter was ob- 
tained from Felix H. Levy, Esq., in 
response to a number of inquiries 
from our readers, following publica- 
tion of Mr. Levy’s article in the June 
17, 1937, issue of HARDWARE AGE. (See 
Page 31.) 

In that article he cited high author- 
ity to show that the President’s action 
in shelving the Tydings-Miller Bill 
was unjustified. At the time Mr. 
Levy’s article appeared, there were 39 
states with Fair Trade Laws, now 
there are 41 states with Fair Trade 
Legislation. In this special letter, Mr. 
Levy shows how manufacturers may 
lawfully and practically overcome, to 
a substantial extent, the loss of the 
Tydings-Miller Bill, and take advan- 
tage of the Fair Trade Laws as they 
now exist in the 41 states. 


Epitor, HARpwARE AGE:— 


ESPONDING to your inquiry 

whether a lawful and practi- 
cal procedure has been devised so 
as to enable a corporation to avail 
itself of the Fair Trade Practice 
Acts in States other than the State 
in which such corporation is located, 
despite the fact that the Tydings- 
Miller Bill has not yet been enacted, 
I beg to answer your inquiry affirm- 
atively. 

As is well known, until Congress 
shall adopt an Act like the Tydings- 
Miller Bill, difficulty exists in the 
situation mentioned, because of the 
inability of such a corporation to 
make direct agreements under Fair 
Trade Practice Acts, with its cus- 
tomers in States having such Acts. 
This is true because such agree- 
ments as well as the transactions 
based thereon, would be interstate 
in character and therefore prohib- 
ited by the Federal antitrust laws. 

In some instances, effort has been 
made to meet this situation by hav- 
ing such a corporation qualify or 
register in such other States; but 
this has been found both expensive 
and troublesome. 

In my own practice, I have dealt 
with this subject, upon the basis of 
decisions of the U. S. Supreme 
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Court, in a manner which I have 
found to be entirely lawful and 
practicable. 

Under these decisions, the in- 
ability of such a corporation to 
make direct agreements with its dis- 
tributors in States having such Acts, 
is fully and lawfully overcome by 
such corporation giving to such dis- 
tributors a properly prepared au- 
thorization whereby such distribu- 
tors can themselves make with their 
customers the agreements author- 
ized by such Acts. This eliminates 
the difficulty mentioned with rela- 
tion to the manufacturer himself 
making such agreements and it does 
so with entire lawfulness and effec- 
tiveness. 

With respect to the transactions 
based upon such agreements, 
namely, the shipment of goods by 
such manufacturer into such other 
States—which in ordinary circum- 
stances would be interstate—this ele- 
ment, I have found, can lawfully 
and properly be disposed of by util- 
izing decisions of the Federal Courts 
which declare that after such goods 
have been received by customers in 
such other States and then placed 
in stock, they lose ‘their interstate 
character. 

Accordingly, under proper but en- 
tirely feasible precautions, the agree- 
ments made, as above mentioned, by 
distributors with their customers 
within a State having such an Act, 
can properly be made applicable to 
such goods so as to enforce such 
agreements. 

Thus far, this procedure ade- 
quately covers the situation with re- 
spect to the making of such agree- 
ments and to the shipment from 
another State, of the goods to which 
such agreements relate—for the in- 
terstate element above mentioned 
will thereby have been eliminated. 

This leaves for further considera- 
tion the highly important matter of 
such a manufacturer accomplishing 
the observance by his distributors 
in such other States of the manu- 


facturer’s suggested resale prices— 
for it is equally impossible under 
the Federal antitrust laws for such 
manufacturer to make direct agree- 
ments with such distributors to that 
effect. 

I have found that this element can 
likewise be lawfully and effectively 
handled, under other decisions of 
the Federal Courts, which give to a 
manufacturer the right to declare a 
resale price maintenance policy and 
to state his suggested resale prices 
thereunder and then to enforce the 
same by notification that he will not 
make further sales of his products 
to distributors who disregard such 
suggested prices. 

There are some limitations to this 
right which are stated in these deci- 
sions; but with proper care, these 
limitations can be fully complied 
with. 

Long before the Fair Trade Prac- 
tice Acts came into existence this 
resale price maintenance policy was 
used by many leading corporations 
with full legality and effectiveness. 

Counsel familiar with this proce- 
dure readily recognize the need of 
proper supervision of such a policy, 
but when such supervision has been 
properly established no consequent 
difficulty arises. 

It seems unnecessary to empha- 
size the obvious fact that the vari- 
ous steps above stated, may differ 
in matters of detail, with respect to 
different manufacturers who have 
different conditions to deal with. 
Nevertheless, this procedure rests 
upon authoritative court decisions 
and in actual practice has been 
found to be lawful and practicable. 

It seems likewise superfluous to 
say that inasmuch as this procedure 
necessarily involves Federal and 
State laws of a technical character, 
it is obvious that caution is neces- 
sary to avoid inadvertent missteps, 
and that any corporation contem- 
plating the use of it, should consult 
its counsel. 


(signed) Fexix H. Levy. 
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The Sound of the Hammer 


is Heard in the Land— 


By SAUNDERS NORVELL 


the sound of the dove, or 

the cooing of the dove, was 
heard in the land. I can’t just 
remember the quotation exactly, 
but I do know that out in the 
country just at dawn the birds 
put up a devil of a racket. As 
I lie in bed I often wonder what 
these birds are saying to each 
other. Probably the mama bird 
is saying to the papa bird: “Get 
a move on yourself. Get out of 
this nest and get after that early 
worm.” Or perhaps part of the 
racket is caused by the kids in the 
nest who have waked up hungry. 
Anyhow, the birds with all their 
vociferousness and energy give 
me a pleasant feeling at dawn. 
Then I turn over and have the 
best sleep of the night. I wonder 
why the best nap is the one you 
have just before you are com- 
pelled to get up in the morning. 


Se sound once wrote that 


The early part of summer is 
always stimulating. The world is 
full and overrunning with the 
makings of new life. It is really 
the resurrection of the world. And 
the best part about it this year 
is the sound in the land, not the 
sound of the birds about which 
I speak above, but the sound of 
the hammer and the saw. We have 
not heard this sound for a long 
time. But on my motor trips it 
is pleasant to hear these sounds 
and to see new homes being built. 


JULY 1, 1937 


Most of these homes in our neigh- 
borhood are small ones. They are 
the modest class of homes, of 
which there is quite a shortage 
at present. Young people who 
are getting married wish to set up 
for themselves. 

I am told it is a simple matter 
with the contractors who are put- 
ting up these smaller homes, to 
arrange easy payments. For in- 
stance, you can buy a $20,000 
home with a cash payment as 
small as $4,000. The remaining 
$16,000 plus interest can be paid 
off by amortization every month 
or four times a year over a pe- 
riod of five, ten or even twenty 
years. 


Moderate and Modern 


These new moderate priced 
homes are very attractive. They 
have every modern convenience in 
kitchens, bathrooms, closets, ga- 
rages under the house, etc. I have 
studied these houses, and I have 
especially studied the kind of 
hardware they are using. I regret 
to say in many cases the character 
of the hardware is not on a par 
with the character of the plumb- 
ing, for instance. Now I have 
been carefully reading the very 
practical and interesting series of 
articles in the HARDWARE AGE 
called “Taking the Mystery Out 
of Builders’ Hardware” by Mr. 
Adon H. Brownell. I like his 
articles because they are so clear- 
ly and plainly written, and be- 


cause his ideas about hardware 
are so practical. 

For instance, in a recent article 
he described a front door trim 
for a house, and recommends a 
thumb latch instead of a knob. 
He also recommends that outside 
hardware be all bronze or brass. 
He explains that the front door is 
probably used more than any 
other door in the house. When 
the front door has a knob, that 
knob is constantly submitted to 
pressure. When you take hold of 
the knob, if you study what you 
do you will see that almost in- 
variably you press downward and 
to the right. The knob is only 
held in the spindle by a very short 
set screw. On account of this 
constant pressure in opening and 
shutting the door, this set screw 
soon wears, becomes loose and 
then your knob is no longer firm 
but jiggles. Soon the set screw 
is lost and you must call in a 
carpenter to fix your door, unless 
you are something of a carpenter 
yourself. In other words, knobs 
were never intended for front 
doors, even in small houses. 

When you take hold of a latch, 
the pressure of your hand on the 
handle of the latch is upward, 
while your thumb presses down- 
ward. One pressure upward and 
the other downward, thus equaliz- 
ing the pressure. A good bronze 
latch will last indefinitely, and 
besides that, it is a real ornament 
on the door. 

Probably in his later articles 
Mr. Brownell will write about 
master keys. Once I built a house, 
and naturally I decided to have 
the best hardware to be had. 
When I asked for estimates on 
the house I left the hardware 
out. I wished to select this myself 
and develop some of my own 
ideas. To start with, my front 
door and all of my outside doors 
to the house had bronze latches. 
Instead of a pair of butts on each 
door, I had three butts on each 
one, and on the screen doors, too. 
Doors have a habit when they 
are not properly hung, of sagging. 
They bind at the bottom. Then 
it is usually said that the doors 
have swelled. So, frequently the 
householder or a carpenter takes 
a plane and shaves off part of the 
bottom of the door. But as a mat- 
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ter of fact, in most cases, the 
door has not swelled. It has just 
sagged, because the door itself 
was too heavy for the upper butt. 
The weight has either loosened 
the screws holding the butt, or the 
butt itself has given way just 
enough to cause the door to bind. 

The next thing I had for my 
house was a master key that 
opened every outside door. This 
was a great convenience. On the 
bedroom doors, instead of having 
a lock with a key, I used just a 
knob and turn buckles. Most 
houses have locks and keys to 
the bedroom doors, and_ these 
keys almost invariably fall out 
and are lost, so the lock itself 
is wasted. 


Bathroom Doors 


When it came to the question of 
how to trim the bathroom doors, 
I remembered all the cases where 
children got into the bathroom, 
locked themselves in, didn’t know 
how to unlock the door and so 
had to be removed through the 
window by the fire department, or 
something like that. I have also 
heard of cases, and it is surprising 
how many, where people decide 
to get sick or die in the bathroom. 
In such cases the door is usually 
locked on the inside and frequent- 
ly it is necessary to break down 
the door or destroy the lock by 
a forced opening. No regular 
lock, especially with a key inside, 
should be placed on bathroom 
doors. There are indicators say- 
ing “Occupied” or “Unoccupied” 
that can be used. Especially in 
families where there are a num- 
ber of young children, one should 
be very careful about the kind 
of hardware selected for bathroom 
doors. 

Recently I went over the build- 
ers’ hardware order of a young 
friend of mine who is _ building 
a home on Long Island Sound. 
When he came to my home with 
the blue prints of his house, his 
idea was that hardware for the 
house consisted of practically 
nothing but locks and 
hinges. When I gave him a little 
lecture on builders’ hardware, he 
was surprised at the mistakes a 
house builder can make in select- 
ing his hardware. One common 


some 
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mistake referred to. by Mr. Brow- 
nell is the use of bronze plated 
iron hardware on outside doors. 
In these days when almost all 
houses are being painted white, 
after a few months if this bronze 
plated hardware is used, there is 
a lovely streak of rust from the 
doorknob and escutcheon down 
the front door. The only cure 
for this is solid bronze or solid 
brass hardware. I remember at 
one time there was a finish on 
builders’ hardware something like 
gunmetal. The base must have 
been iron, because I remember on 
one house using this trim, and 
very much to my surprise because 
the hardware was expensive, in 
a few months a veneer of rust had 
formed all over the hardware. 
My suggestion to everyone 
building a house, is to leave your 
hardware out of the specifications. 
Don’t allow your builder to use 
what is known as “contractors’ 
hardware.” This is miserable 
stuff. Leave out the hardware and 
then go yourself to a first-class 
retail hardware merchant and 
have him work out your builders’ 
hardware problem with you. Do- 
ing it this way may cost you a 
little more money at the time, 
but you will find it a very sound 
investment for the future. 


Fine Old Houses 


Up in Connecticut there are 
some fine old houses that have 
been remodeled. Recently I visited 
one of these houses which has 
just been taken by a summer resi- 
dent. To me this old house was 
most interesting. The floors, for 
instance, were made of heavy 
planks, twelve inches wide, and 
all through the house wooden 
pegs had been used instead of 
nails to hold things together. I 
studied these pegs and it was sur- 
prising how well they have stood 
the wear and tear of time. 

The doors of the house were 
made of wide planks too. There 
was no paneling. Some of these 
doors were just finished in the 
natural color of the wood, and 
the effect with antique furniture 
was very peaceful, in this age 
where peaceful spots and sur- 
roundings are so rare. 

But the thing that interested me 





most in studying my friend’s house 
was the fact that all of the hard- 
ware both inside and out was 


polished bronze. There was a 
latch on the front door and there 
were small polished knobs all 
through the house. And _ this 
bronze hardware shining brightly 
made a very beautiful contrast to 
the old wood of the doors and 
the dark paint. 


The Key Problem 


My host remarked, however, 
that there were no keys in the 
locks. They all seemed to have 
disappeared. I examined the locks 
and told him that the key problem 
was a very simple one. So that 
afternoon we drove to town, 
stopped at Woolworth’s (apolo- 
gies to my retail hardware read- 
ers) and bought two keys attached 
to a card, for ten cents. These 
were pass keys. Woolworth’s sells 
hundreds of dozens of them. We 
returned to my friend’s home and 
these two keys opened every lock 
in the house. “Well,” he re- 
marked, “I don’t think much of 
this hardware. If we can open 
the doors so easily, so can any- 
one else.” “Except for keeping 
children out of certain closets 
and rooms, locks to lock up rooms 
are almost unnecessary in a sum- 
mer house,” I replied. “Just stop 
and think. You never close your 
windows at night even on the first 
floor, so if a burglar wished to 
enter, how simple it would be.” 

I got one real thrill in this 
house. On the windows, instead 
of having sash locks, they had 
sash pins. I pulled one of these 
old pins out and looked at it. I 
had not seen one for years and 
years, and, in fact, had practically 
forgotten that such a thing ex- 
isted. But years ago in the hard- 
ware business it was one of our 
staple items. These fine old win- 
dows sagged romantically on their 
sash pins. 

In furnishing it with rare old 
furniture, the owners of this old 
house must have had a keen sense 
of values, because in every bed- 
room there was a bootjack. How 
many bootjacks could you find 
today in a hardware store? They 
are relics of the days when there 


(Continued on page 78) 
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A TUBE 


“That Steel Tubeiscer- . 
as tainly swell. No rough 
| places on that New 
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@ A tube of steel has set a new standard of fork con- 
struction. All genuine TRUE TEMPER Forks—Manure, 
Hay, Grain, Spading—are now fitted with the New 
TRUE TEMPER tubular ferrule—a tube of steel which 
armor plates the wood against abuse, increases strength 
over 25% and eliminates breakage. This tubular ferrule 
fits over the end of the select ash handle like a glove 
—leaves no rough projecting edges or corners to 
irritate the user’s hand. Note in the cut-away view 
above how the ash handle is completely enclosed in 
the steel tube —how the shank of the fork fits snugly 
into the wood with no possibility of coming loose. 


, =< TRUE TEMPER Fork,” VA h 
~ says the more 


IF STEEL 


“I know that a Steel oe 4 
Tube gives great (a a: ; 


strength, light weight \ ) 
and longer life,” I 


says the BOSS. /> 
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Here is something new in forks—an improved tool 
with a tubular ferrule that increases handle strength 
25%, and a fork head forged from special analysis 


steel 25% stronger and tougher than regular fork steel. 


These New TRUE TEMPER Forks are the world’s 

greatest value. If your jobber cannot furnish them, 

write us for the name of a nearby distributor who 

can supply you. Descriptive literature on request. 
af 

THE AMERICAN FORK & HOE COMPANY 

Makers of Essential Tools CLEVELAND, OHIO 





FORKS © RAKES * HOES * SHOVELS * AXES « HATCHETS © HAMMERS © SCYTHES © FISHING RODS AND BAITS © GOLF SHAFTS 
47 


JULY 1, 1937 














FEDERICO KUBLI has 
the distinction of being the 
first member of the HARDWARE 
Ace Fifty Year Club from out- 
side of the United States. He 
is an official of the wholesale 
hardware house of Sociedad 
Anomina Commercial Della- 
zoppa, 167 Chacabuco, Buenos 
Aires, Argentina, and cele- 
brated on March 25, 1937, his 
fiftieth anniversary with that 
progressive firm. As a young 
man Senor Kubli left his home 
town, Elm, Switzerland, to 
seek a business career in South 
America. The 
sought has been realized by 
his diligent efforts, for it has 
been his responsibility for many years to purchase hard- 
ware, paints, brushes, etc., from manufacturers located all 
over the world. In all those years he has had business re- 
lations with many well-known American hardware manu- 
facturers who export their lines to South American mar. 
kets. An American brush manufacturer, who had the 
pleasure of visiting Senor Kubli on the very day he cele- 
brated his golden anniversary as a member of the Della- 


success he 
FEDERICO KUBLI 


48 








zoppa organization, enthusiastically reports that he found 
his host to be “a very delightful gentleman and a keen 
hardware man.” The same manufacturer reports that he 
“saw a few things along merchandising lines which I have 
never seen in the United States. Dellazoppa is one of sev- 
eral very fine wholesale hardware houses in Argentina. The 
company issues some exceptionally well illustrated and 
well presented advertising literature,” he observes. Our 
best wishes go to Senor Kubli for many more years of 
activity as a wholesale hardware man. 


CHARLES F. PICKING 
has been active in the retail 
hardware and copper kettle 
manufacturing business in 
Bucyrus, Ohio, since March, 
1872. He was a young man of 
seventeen when he _ began 
working for the firm of Pick- 
ing & Geiger as a bookkeep- 
er and sales clerk. His regu- 
lar working hours for many 
years were from 6.30 in the 
morning to 10.00 at night. 
Two years after he began his 
hardware career the firm be- 
gan to manufacture copper 
kettles in addition to its retail 
hardware activities. In 1878 
the business came entirely into 
the hands of the Picking family, Mr. Picking’s father 
being active in the business until his passing. Although 
he continues to be active in the firm of D. Picking & Co., 
management is now in the hands of his son, R. B. 
Picking. Greatly interested in anything which will bene- 
fit his community, Mr. Picking was for two years the 
mayor of the city. For forty years he played the pipe 
organ in Methodist and Lutheran churches and has long 
been active in church work. He established locally quite 
a reputation for his chalk-talks and has for many years 
delivered a thirty minute talk each week to the members 
of a large men’s bible class. For the past twenty years 
he has presented to each of the children of his church an 
Easter basket. On Easter Sunday, 1936, the children of 
the church presented him with three huge birthday cakes 
each with eighty-one candles. He is a member of the 
Bucyrus Fifty Year Club, an organization of merchants, 
manufacturers and professional men who have served the 
community for fifty or more years in their particular voca- 
tions. For many years he has heen active in the local 
Y. M. C. A. and was for a long time a director of that 
organization. 





CHARLES F. PICKING 
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PUSH ONE BRAND 
-BARRETT 


When you sell Barrett products you are equipped 
for every type of roofing or reroofing work. 
Barrett offers a complete line of time-tested and 
time-proved materials—asphalt shingles in every 
popular color and style, including exclusive 
designs, roll roofings, roof preservatives and 
repair materials, protective paints and cements, 
damp-proofing and waterproofing products. 

Barrett also supplies all the tools you need to 
help you make sales—a complete advertising 
and sales promotion program that is the talk of 
the roofing industry. 

Why not concentrate on Barrett? You can sim- 
plify your selling problems, reduce inventory 
and bookkeeping, speed up turnover and boost 
your profits by tying up with “the greatest name 
in roofing.” 


THE BARRETT COMPANY 
40 Rector Street, New York, N. Y. 


2800 So. Sacramento Avenue Birmingham 
Chicago, Illinois Alabama 


* 


ROOFINGS 


* Trade-mark of The Barrett Co., 
Reg. U.S. Pat. Off. 











Who Buy Electric Ranges, 
and Why? 


Facts Disclosed by Westinghouse Survey Give 


Focus for Planning Sales Effort 


. ' THO buy electric ranges? 

In what income class are 

the purchasers? What 

interested them in buying? What 

were the points which influenced 
their decisions? 

These and other questions have 
been asked and answered in a 
survey made by Westinghouse 
through fifteen selected investiga- 
tors chosen from the company’s 
own men. These _ investigators 
talked to 413 electric range users, 
113 retail salesmen, 86 range 
dealers, 71 operating utilities and 
19 department stores. 


WHAT INCOME CLASS BUYS 
ELECTRIC RANGES? 


Surprisingly, almost half the 
range owners interviewed — 46.9 
per cent were in Economic Class 
C, composed of skilled mechanics, 
salesmen, clerical workers and 
farmers. The next largest group, 
25.1 per cent, were in Economic 
Class B, of professional men, ex- 
ecutives and public officials. The 
next group, 18.7 per cent, compos- 
ing Economic Class A, included 
merchants, banking and financial 
men and manufacturers. Eco- 
nomic Class D represented 7.8 
per cent of purchasers—and this 
class is composed of unskilled 
laborers! 


WHAT TYPE OF HOME HAS 
A RANGE INSTALLED? 


The results in this branch of 
the survey are striking. Eighty- 
two per cent of purchasers live 
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The retail hardware busi- 
ness is necessarily chock-full 
of small sales. There are 
countless items in the average 
and proper hardware stock 
that sell for 5, 10, and 25 cents 
and other amounts less than 
one dollar. This is unavoid- 
able and is also a good factor 
maintaining and developing 
store traffic. These small 
amount sales must be offset 
by sales of larger unit price 
items, such as washers, re- 
frigerators, stoves, vacuum 
cleaners, etc. This year, more 
than ever before, I am very 
conscious of the hardware 
dealer's opportunity to sell 
major items made by the lead- 
ing makers. Looking over job- 
bers’ promotion plans and 
their exhibits this thought is 
driven home. The rollcall of 
manufacturers of these major 
items who are now seeking 
hardware distribution encour- 
ages the belief that hereafter 
the hardware trade is in an 
enviable position to obtain the 
best volume in these lines. 
This imposes an pbligation on 
the hardware trade to justify 
their opportunity, for, if they 
do not there will again be a 
mess of specialty stores and 
other competitive retailers 
springing up to handle major 
item sales. 

—HARDWARE AGE 
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in homes with a monthly rental 
value of $50 or less; 11 per cent 
live in homes with rental value 
of $51 to $74, and only 7 per cent 
in homes with rental value of 
$75 or more. It was also found 
that 71.9 per cent owned their 
own homes. This data, coupled 
with that under the first question, 
indicates strongly that the medium 
income home is the most fertile 
field for the sales approach. 


DO EXPERIENCED OR INEX- 
PERIENCED HOUSE- 
KEEPERS BUY? 


It appears that it is the experi- 
enced housekeeper, definitely, who 
buys the electric range. Almost 
70 per cent of purchasers had 
more than ten years cooking ex- 
perience in their own homes, and 
one-third had more than twenty 
years experience. Only 15.8 per 
cent had five years experience or 
less. 


WHAT TYPE OF RANGE WAS 
PREVIOUSLY USED? 


Electric ranges were bought to 
replace gas ranges in 60 per cent 
of the cases, to replace oil in 
16 per cent, electric ranges (of 
other make than Westinghouse) 
12.7 per cent, coal 8.5 per cent 
and “other” 2.8 per cent. 


WHY WERE ELECTRIC 
RANGES BOUGHT? 


Replacement of old ranges that 
had been worn out accounted for 
27.2 per cent, replacement of un- 
satisfactory ranges (type unspeci- 
fied) 6.8 per cent, “other” 9.3 per 
cent and “wanted an_ electric 
range” 56.7 per cent. 


HOW WAS ELECTRIC RANGE 
INTEREST AROUSED? 


Answers to this question show 
the great importance of “using 
the user” to influence new range 

(Continued on page 84) 
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* SHOWS HOW STRONG 


OU don’t need to be a “flyweight” to make 

this test of the strength of the new LAMSON 
prize-winning carton which was awarded the 
Silver Trophy in the All-America Package Com- 
petition. A 234 lb. man has stood on one of these 
new cartons—taken out of stock, emptied of its 
contents—and the carton was undamaged! Three 
times stronger than any carton used before! 
Easily the most attractive and legibly labeled 
package in which bolts and nuts are packed! 
Trade-marked in such a way no one can mistake 
LAMSON products for those of any other make! 


LAMSON bolt and nut products have been sold for 
70 years on the basis of being first quality only— 
a uniformly dependable product in accuracy and 
strength. Always sold through jobbers to the trade. 
Manufacturers of the most complete line of bolt 
and nut products in the country, LAMSON & SESSIONS 
can fill all your requirements for fastenings on one 
order, with one bill of lading, and with one in- 
voice. Less handling, less bookkeeping and less 
confusion result. THE LAMSON & SESSIONS COMPANY, 
General Offices, Cleveland, Ohio. Plants at Cleve- 
land and Kent, Ohio; Chicago and Birmingham. 





LAMSON & SESSIONS 





Thomson-Diggs Sport Show 


ITH 5000 sportsmen attend- 

ing, the recent second invi- 

tational Sportsmen’s Show 
sponsored by the Thomson-Diggs 
Co., wholesale hardware, 
wares, and sporting goods firm of 
Sacramento, Cal., brought many 
hundteds of dollars of business to 
the company because of the demand 
placed upon its dealers for the new 
types of merchandise. D. A. Civa- 
tello, manager of the sporting goods 
department, was in charge of ar- 
rangements for the exhibit. 


house- 


The purpose of the show is to 
promote the sporting goods depart- 
ments of the company’s dealers. It 
is arranged as one huge educational 
exhibit to which all the leading 
sporting goods manufacturers whose 
lines are carried by Thomson-Diggs 
are invited. The merchandise is ar- 
ranged so that the dealer and his 
customers can see everything to the 
best advantage. Experts from forty 
of the country’s leading manufac- 
turers of equipment for golf, hunt- 
ing, fishing, camping, outboard 
motorboating, and other sports 
activities, were present to discuss 
and demonstrate the merchandise 
and its uses. 
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This show helps to enhance Sacra- 
mento’s position as one of the lead- 
ing sport centers of the West and 
to give the sportsmen, who are Vi- 
tally interested, an opportunity to 
view the new 1937 merchandise. Of 
the 5,000 who attended there were 


sportsmen from central and northern 
California, Oregon, and Nevada. 
Some three hundred dealers from 
the Tehachapi Mountains at the foot 
of central California to southern 
Oregon, and from Nevada were 
present. 





Coming Conventions and Events 


Cycle Trades of America conven- 
tion, French Lick Springs, Ind., 
July 21 to 23 inclusive, 1937. Head- 
quarters, French Lick Springs Ho- 
tel. L. N. Southmayd manager, 122 
E. 42nd St., New York City. 


National Federation of Implement 
Dealers’ Associations 38th Annual 
convention, Hotel Sherman, Chicago, 
Ill., Oct. 6 to 8 inclusive, 1937. H. 
J. Hodge, secretary, Abilene, Kan. 


National Retail Hardware Asso- 
ciation’s 38th annual congress, Bilt- 
more Hotel, Los Angeles, Cal., July 
12 to 15 inclusive, 1937. H. P. 
Sheets, managing-director, 130 East 
Washington Bldg., Indianapolis, 
Ind. 


Housewares and Major Appliance 
Market, including toys and wheel 
goods, The Merchandise Mart, 
Wells St. at the River, Chicago, IIl., 
July 5 to 17 inclusive, 1937. 


New York State Retail Hardware 
Association Annual Convention and 
Exposition, Hotel Statler, Buffalo, 
N. Y., Feb. 8 to 10 inclusive, 1938. 
John B. Foley, secretary, 510 Hills 
Bldg., Syracuse, N. Y. 


New York Housewares Show, 
Hotel Pennsylvania, New York City, 
July 11 to 17 inclusive, 1937. Miss 
Flo English, executive secretary, 
New York Housewares Manufactur- 
ers’ Assn., c/o Hotel Pennsylvania, 
New York City. 
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Competition Was Main Topic 
At Meeting of Mississippi Dealers 


ETHODS of meeting the 

competition brought on by 

the chain stores and from 
other sources, received considerable 
attention from the members of the 
Mississippi Retail Hardware and 
Implement Association at their thir- 
ty-first annual convention held June 
22 and 23 at the White House Hotel 
in Biloxi, Miss. 

Speakers on the program, who are 
well acquainted with conditions in 
the hardware business of Mississippi 
and other parts of the country, 
offered various suggestions of finding 
relief from this competition and some 
valuable informaion, which will be 
profitable to the State’s retail hard- 
ware dealers, was received. 

The Mississippi hardware dealer's 
problems of merchandising and of 
meeting competition are not unlike 
those in many other sections and it 
was the concensus of opinion that 
competition must be met according 
to the peculiarities of the situations. 

The hardware dealer is being dis- 
criminated against in many instances 
and he fails to receive the protection 
which other businesses in the Nation 
are receiving, according to Rivers 
Peterson, editor Hardware Retailer, 
Indianapolis, Ind., who was one of 
the principal speakers at the con- 
vention. He deplored the lack of at- 
tention the retail hardware dealer 
has received under the provisions of 
the Robinson-Patman law. He stated 
that first it was generally thought 
by many hardware dealers that the 
law would be in their favor, since 
it would revamp the many price dis- 
criminations of the past which fa- 
vored the large purchasers. 

It was pointed out by Mr. Peter- 
son that the law had failed to do 
this, leaving the small purchaser to 
face great handicaps in meeting the 
competition of lower prices as the 
large buyer creates through his 
greater purchasing power. He de- 
clared that the hardware dealer did 
receive some benefits, but that these 
were minor and inconsequential. Ef- 
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M. B. WARING 
Retiring President 


forts to bring about a change in the 
law have been ignored, he said. 
Although a number of complaints 
have been filed with the Federal 
Trade Commission the complaints 
have received no attention and not a 
single decision has been made. This 
has not only been disappointing be- 
cause the benefits of the law cannot 
be had without some ruling or court 
tests, but it has been disappointing. 

In Mr. Peterson’s judgment, how- 
ever, the Miller-Tydings bill would 
be a great benefit, and will alleviate 
this condition as well as provide pro- 
tection for the neglected hardware 
dealer. This bill, he said, would also 
make competition more fair since it 
would affect the Clayton Law which 
makes Fair Trade Acts in thirty- 
nine states, ineffective. 

E. J. Murray of the Peck, Stow & 
Wilcox Co., Southington, Conn., in 
speaking on the “Realities of Com- 
petition” brought out that there is a 
certain amount of real and _ fair 
competition which the retailer can 
and must meet. He emphasized, 
however, that the dealer must be 
alert in order to do this. 

C. C. Blackwell, sales manager 
and vice-president of the Moore- 
Handley Hardware Co., Birming- 
ham, Ala.. spoke on the “Challenge 


JOHN F. JENNINGS 


Sec.-Treas. 


A. B. CRAWFORD 
New President 


of Competition.” Competition, he 
reminded the convention, helps busi- 
ness, provided it is the right kind. 
It is a constant challenge to the 
merchant to keep pace with the 
changing conditions and to keep up 
with progress being made in the 
hardware business today. 

Another speaker bringing an im- 
portant and constructive message to 
the hardware men was Paul Millikin, 
former secretary of the Illinois 
Hardware Dealers Association, now 
assistant to the president of Simmons 
Hardware Co., St. Louis, Mo. He 
based his talk on “What Competi- 
tion Is Doing.” Competition in the 
hardware field is beneficial in many 
ways, he stated, as by regarding the 
competition the dealer can benefit 
and improve his business. The un- 
fair competition of the chain store 
and larger buyers is making retailers 
more careful with their stock and 
with the changing conditions and 
demands of the public, he said. 

A. B. Crawford, Vardaman, Miss., 
who has served as vice-president of 
the association for the past year, was 
elevated to the presidency, succeed- 
ing M. B. Waring of Tylertown. 
Other officers elected were: M. B. 
Morgan, Columbia, first vice-presi- 

(Continued on page 76) 
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LINSEED OIL 


BECAUSE IT’S A 
BETTER OIL AT NO 
INCREASE IN COST 


@ BEFORE Pol-mer-ik was packaged in factory-sealed 
containers, the only oil the master painter could get was 
regular linseed oil. 


@ TODAY at no extra cost he can get Pol-mer-ik Boiled, 
and get the extra value of cooked oil in his paint. This 
is a value he wants because it is a value he can sell at 
a profit. And a value that helps the master painter make 
a profit is a value worth pushing— particularly when its 
more profitable for you. 


@ POL-MER-IK is 100% pure Linseed Oil, 10% of which has 
been polymerized, actually kettle-cooked to a varnish 
body. The cooked oil in Pol-mer-ik gives these extra val- 
ues. It makes paints level better, dry accurately, gives 
finer gloss and durability. Paint jobs look better — last 
longer. They’re worth more. 


@ FOR the dealer, Pol-mer-ik in factory-sealed cans in- 
creases linseed oil sales and profits. Canned Pol-mer-ik 
eliminates the losses of bulk selling. Feature Pol-mer-ik 
in cans. Sealed at the factory, its purity is guaranteed. 


FOR BEST RESULTS RECOMMEND POL-MER-IK BOILED 


ARCHER-DANIELS-MIDLAND CO. 
Minneapolis, Minn. 


SIZES: Pts., Qts., 1, 2, 5 gal. cans 


ORDER act 
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New and Improved Merchandise—Display Helps—Sales Literature— 
Window Trims — New Packages— New Colors —Catalogs 


White Universal Mixer 





It is a portable streamlined unit 
with a powerful quiet three-speed air- 
cooled motor. Beaters are attached by 
simple spring lock. Extra attachments 
are easily used without changing po- 
sition of motor. Stand is grooved to 
hold small bowl in position under beat- 
ers and juicer outlet. Large bowl sits 
back on black enamel platform and is 
revolved by mixing action of beaters. 
Has a separate beverage mixer. Rubber 
covered damp-proof cord is six feet 
long. Operates on alternating or direct 
current. Rubber feet on base of stand 
prevent marring polished surfaces. No. 
E861—large and small bowl, beverage 
mixer without juicer attachment, re- 
tails for $19.75. No. E862, including 
juicer, retails for $22.50, and No. E864, 
including juicer, slicer, shredder and 
grater attachment, for $26.50. The 
three models are in white. Landers, 
Frary & Clark, New Britain, Conn. 





Mansfield Tire Manual 


The new 1937 Mansfield product 
book and dealer manual are volumes 
especially designed to aid dealers to 
carry on effective sales programs for 
Mansfield tires of all types. The deal- 
ers’ manual contains many helpful sug- 
gestions for personal selling. It shows 
the various colorful window displays 
and show cards that have been cre- 
ated and also other promotional mate- 
rial such as large signs, sales litera- 
ture, and newspaper aclvertisements 
that will help dealers make sales. Sev- 
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eral pages are devoted to cataloging 
the different types of Mansfield tires 
for pleasure cars and trucks. The prod- 
uct book is a spiral-bound portfolio, 
19% in. square, modernly and _ hand- 
somely made up. Each double-page 
spread illustrates a different type of 
tire against an attractive background. 
On the left hand page is a concise 
description of the tire. This book is 
effective as a counter or window dis- 
play. Both volumes are available from 
The Mansfield Tire & Rubber Co., 
Mansfield, Ohio. 


Forsberg’s New Catalog 


The Forsberg Mfg. Co., Bridgeport, 
Conn., has recently issued its latest 
catalog on its “Whale” and “Viking” 
tools. This catalog is of 48 pages, 
loose-leaf bound and contains many 
new tool items as well as improved 
tools. Complete specifications accom- 
pany the illustrations of the lines and 
several attractive and colorful displays 
are shown. 


Circu-Ray Gas Heaters 





Model C-220 of the new 1937 line 
of Circu-Ray gas heaters is finished in 
lustrous porcelain in either full walnut 
or a combination of walnut and maple. 
This model is 16 inches high, 19% 
in. wide, and 8% in. deep, and B.t.u. 
input is 20,000. Has a sufficient heat- 
ing capacity for a room 15 by 15 ft. 
Tennessee Enamel Mfg. Co., Nashville, 
Tenn. 


Painting Untreated 
Galvanized Surfaces 


Galvanum, the Vita-Var Corp., 420 
Lexington Ave., New York City, states 
is a paint that will stick immediately 
and permanently to new, unprepared 
and untreated galvanized surfaces, as 
well as to old previously painted gal- 
vanized sheets. No acid wash, “weath- 
ering” or priming coat is needed. Gal- 
vanum may be applied immediately for 
exterior or interior use. It is said to 
form a permanent bond with the sheet 
and will not peel, crack, or flake, and 
to contract and expand with the metal 
under varying temperatures. Galvanum 
is available in a wide range of colors, 
suitable for every purpose. 


Picnic Food Container . 








The “Pic-Pac” is a new insulated 
container designed to carry a standard 
Mason Jar and made to keep foods and 
beverages either hot or cold, for sev- 
eral hours. Greatest efficiency is ob- 
tained by either pre-heating or chill- 
ing both the jar and container before 
packing. Pic-Pac is available in either 
red or blue. Koolhot Sales Co., 30 E. 
Superior St., Duluth, Minn. 
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ICE CREAM 


goes modern. Old-fashioned freezers that meant 
hours of back-breaking work are out! Thousands 
of new freezers that are as smooth as the ice cream 
they make are moving off of hardware shelves 
every day. 

The Ice Cream Freezer Bureau is selling this 
modern freezer idea to millions of homes through 
the power of magazine advertisements like these. 
Farm Journal carries these messages exclusively 
in the farm field. 
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Now is the time to sell more freezers to your farm 
customers. With plenty of good, rich milk and 
cream available—and with large, active families 
to feed—ice cream, for them, is a most economical 
food. 

Through Farm Journal’s timely, interesting 
pages, Ice Cream Freezer Bureau advertising 
reaches 1,316,000 modern farm families—preferred 
customers of hardware dealers in thousands of 
trading centers from coast to coast. 


FARM JOURNAL 


JULY 1, 1937 


“4 Days from Writer to Reader” 
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**Hercules” Screw Drivers 





These new low-priced Stanley 
screw drivers have composition handles 
which are said to be_ shock-proof, 
break-proof, and which will not soak 
up oil or water. Tips are machine 
crossground for a non-slip fit in screw 
slots. The Round Bar type, %4 in. by 
4 in., retails at 40c.; Square Bar, same 
size, at 45c.; Electricians’, 3/16 in. x 
3 in. at 35c.; Pocket Screw Driver 
with Clip, 15c., and the Close Quarter. 
at 40c. Introductory assortment No. 
3000H, 12 fast selling numbers packed 
in a display box, has a retail value of 
$5.45. Stanley Tools, New Britain, 
Conn. 





This Utility Copperlite lists at 85c 
complete with batteries and has a shiny 
solid copper case protected by trans- 
parent lacquer. It is a two-cell spot- 
light with heavy lens, improved ring 
hanger, focusing head, highly polished 
reflector, flash position and permanent 
contact for steady light. Packed six in 
a brightly colored display together 
with 48 No. 2 Armored Top unit cells 
in counter dispenser. Ray-O-Vac Co., 
Madison, Wisc. 


Skilsaw Dise Sanders 





New additions to Skilsaw portable 
electric tools are two models of 7 in. 
disc sander—one for heavy duty and 
one for constant production service. 
They are smooth and streamlined in 
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body design, well-balanced, and light 
in weight. Have comfortable grip han- 
dles; air filter to protect commutator 
and motor from abrasive dust and dirt; 
straight line ventilation with ventilating 
ports located to blow dust away from 
operator and to prevent clogging. Heavy 
duty model “G” is 16% in. long, 
weighs 124% lbs. and retails at $68.00. 
The other, Model “L,” is the same 
length, weighs 14 lbs. and retails for 
$80.00. Both have aluminum alloy 
bodies, die-cast. Skilsaw, Inc., 3310 
Elston Ave., Chicago, III. 


Pressure Lubricators 











Morrow pressure lubricators force 
oil inside of bearings and require no 
special oil cup or grease gun fittings. 
The end of the patented tip is made 
of a compressible composition and is 
designed so that it will make a leak- 
proof joint with any common oil hole, 
by pressing down slightly on the lubri- 
cator. They handle all grades of oil, 
liquid grease, and other heavy fluid 
lubricants and are thumb operated. The 
gun-type lubricator—center in illustra- 
tion—delivers 1000 lbs. pressure and is 
made in four different sizes and ca- 
pacity. The oiler-typ¢ lubricator de- 
livers over 500 Ibs. pressure; is made 
in two varying sizes and capacities, and 
also includes a right angle spout model. 
Vorrow Lubricator Co., 180 North 
Wacker Drive, Chicago, Ill. 


Tarnoff Wax Polisher 


It is purely mechanical in its opera- 
tion. Manufacturer states its action is 
to remove excess oils or solvents and 
to roll the flakes and granulars of wax 
into order so that a perfect reflection is 
accomplished quickly. In application 
on car, wax is applied as usual and 
the Tarnoff Polisher is sprinkled lightly 
over the wax and on soft cloth and then 
polished to a hard bright finish. Ex- 
cess polish should be removed with 
soft cloth or air hose. For furniture, 
woodwork, and floors, application is 
same but excess polisher should be 
removed with vacuum cleaner. Tarnoff 
Products Co., Boston, Mass. 





Kleenfire Oil Heaters 





Model M-4 is an 8 in. pot type cir- 
culating heater, finished in two-tone 
grained walnut, baked enamel (not por- 
celain). Has heating capacity of 3500 
to 4500 cu. ft.; fuel tank and humidi- 
fying pan mounted on the rear; Breese 
pot, Automatic Products Company float 
control, and Walker draft regulator. 
Low flue outlet permits using the M-4 
in fireplace installations. Metal Door & 
Trim Co., La Porte, Ind. 





**Pent-Aire”’ Gas Machine 





Makes gas from Pentane. Maker 
states it has no unnecessary parts; 
pipes; tanks, no liquid fuel indoors, 
and has only one gas line. Air pump 
is a sturdy, direct drive, rotary air 
pump with oil-reclaiming pressure lub- 
ricator providing a six months’ supply 
of oil. Pump unloads or exhausts all 
pressure in the air line when pump 
stops. Air pump unit is 7 in. wide by 
17 in. long. All pressure is held in the 
storage tank. Gas service line is con- 
nected into the storage tank through 
the same opening as the air line. Open, 
screened vent for filling fuel storage 
tank has been eliminated. Control unit 
is installed in the gas service line where 
it enters the building. Tank pressure 
operates the control switch and are then 
reduced by the gas regulator to proper 
pressure for appliances. Stitch action 
is positive—on and off. “Low pressure 
cut out” cuts off electrical circuit if 
pressure falls below the “starting” pres- 
sure. S. W. Hetherington Co., Piqua. 
Ohio. 
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“Thank you for your order, Mrs. 
Fenwick. I know you will have years of 
satisfaction with your Perfection range. 
Always use genuine Perfection wicks; 
no others give Perfection service.” 


When you sell a Perfection stove, 
make sure the customer gets all the 
value, every bit of satisfaction she 
pays for when she buys a quality 
product. Keep customers enthusiastic 
about the stoves you have sold them, 
by selling only genuine Perfection 
wicks for use with Perfection oil 
stoves. Other wicks which fail to give 
satisfaction, hurt your reputation. 





Every one of the eighty-two mil- 
lion messages in this season's big 
Perfection advertising campaign car- 
ries this statement: 

“NOTICE: Only genuine Perfection- 
made wicks, identified by the red trian- 
gle trade-mark and the word 


‘PERFECTION’ give best results 
with all Perfection stoves.” 
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PERFECTION 


STOVE COMPANY 
7840-D Platt Avenue « Cleveland, Ohio 














“Thought I heard her say ‘A box of 
CROSS Carpet TACKS!’” 
“Listen, Son, to most folks tacks are 
just tacks, but to me there’s a tack for 


every purpose. So I always ask them ‘for 


” 





.. the rest is easy! 





what?’ . 











Sterilized 





EAST JAFFREY, N. H. Korm 1937 95 w WwW CROSS 4&CO INC 
WRITE FOR DETA'LS OF DISPLAY STAND OFFER 


Theyre Uniformly Strong 
au na (arboad 


ple WM Gi 











Iron Glue Display Carton 





“Iron Glue” is being packaged in a 
new display carton, showing a humor- 
ous picture of an elephant with his 
trunk stuck in the overflowing glue. 
Bold placard treatment, appropriate to 
the product and in harmony with the 
package label, is used on the carton 
flap. McCormick & Co., Baltimore, 
Md. 


Brush Assortment 





Consists of paint and varnish brushes 
and sash tools. Entire assortment con- 
tains 9% dozen brushes plus a “sell-on- 
sight” counter display card. All brushes 
are set with pure Chinese bristles with 
brightly finished metal ferrules. Handles 
are painted in brilliant assorted colors. 
Each brush is made with Rubberset 
setting. Rubberset Co., 56 Ferry St., 
Newark, N. J. 


Mole Control 


“Mole-Nots” —a_ specially prepared 
food developed for the control of moles. 
Comes in convenient prepared form 
and eliminates fuss or muss with gases, 
or traps. Maker states openings 
punched in mole runs at intervals of 
four feet and some Mole-Nots placed 
in each opening, and then covered 
lightly with earth, will be found to be 
the most effective method of eliminating 
moles. Trial size package retails at 
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25c.; other sizes at $1, $2, $5 and $10. 
Nott Mfg. Co. 275 Water St., New 
York City. 





G-E Battery Radios 





Eight new “Advanced 1938” battery 
operated radios have been brought out 
by General Electric Co. Features of 
the line are silent tuning together with 
Colorama tuning indicator, automatic- 
ally operated by the same push-button 
control, world wide reception, large 
“Alnicore” speakers, sliding-rule tuning 
scale, and automatic band _ indicator. 
There are four basic models in the line, 
a 5-tube and a 7-tube table model, and 
a 5-tube and a 7-tube console. These 
are all equipped for a 2-volt “air cell” 
operation. By the addition of the G-E 
Power Adapter, each one of these sets 
is easily and quickly converted to a 
single 6-volt battery operated model. 
Each of the four sets is made available 
for either 2-volt or 6-volt operation. 
General Electric Co., Bridgeport, Conn. 


Truck Fire Extinguisher 





This heavy vehicle type Pyrene fire 
extinguisher has a special “shock ab- 
sorber” construction to withstand ex- 
cessive vibration and is fitted with 
sturdy steel bracket in two styles for 
bus and truck equipment. One bracket 
is for mounting on steering post and 
the other for any position on the dash 
or inside of cab. In addition to re- 
taining cup at bottom and spring clips 
at top, these brackets hold extinguisher 
by a metal strip extending around the 
extinguisher with quick-opening spring 
buckle which, maker states, readily and 
instantly releases in an emergency. 
Pyrene Mfg. Co., 560 Belmont Ave.. 
Newark, N. J. 


Muskrat Trap 





No. 1 JG stop-loss style under spring 
trap with inner guard especially for 
catching muskrats, skunk, and mink 
and to prevent losses by what is known 
as “wring-offs.” Auxiliary guard moves 
high up on animal’s body. Maker 
states if animal begins to thrash about, 
it moves whole trap instead of just 
twisting its leg, thus preventing its 
breaking a leg. Auxiliary guard also 
makes it impossible for animal to get 
back to its leg and gnaw it off. The 
two jaws come together to a very small 
fraction of an inch so that animal’s 
leg is well caught before auxiliary 
guard goes into action. Jaw spread is 
4 in., length of chain, 16% in. Weight 
per dozen, packed, 9 lbs. Animal Trap 
Co. of America, Lititz, Pa. 





Miracle Electric Dry Shaver 
7 





Manufacturer states it shaves close 
because it cuts the hair of the beard at 
the skin line; requires no breaking in; 
does not pull on beard and leaves no 
skin irritation. It has a grip designed 
to fit the hand comfortably; a new type 
head which resembles the old-fashioned 
safety razor, with safety leader guards, 
which are said to project the hair of 
the beard at the correct angle for the 
shearing mechanism. Special channels 
catch and hold the hair until removed, 
thus preventing its dropping on clothes 
or body. Operates on 110 volt A.C. or 
D.C. current. Also suitable by use for 
women. Retail price, $10.00. Miracle 
Dry Shaver Corp., 36 S. State St., Chi- 
cago, Il. 
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Here is a door hanger that has atood the test 
of time and service. Easy to operate, adjustable, 
storm and dirt proof, compact and sturdy, it 
provides year-through, all-weather sliding doors 
for barns, garages, storages and other buildings. 

If you are not one of the hundreds of dealers 
who are now selling this and the other styles of 
Myers Tubular and Stayon Door Hangers and 
Tracks, write us for catalog and information. 














MYERS NEW WAY GIANT 
TUBULAR GIRDER TRACK 
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MYERS TRACK COVER 





mercies 


BRANDS 
MONONGAH MONARCH 
KNOXALL BLUFF CITY The ABW Grain Scoops are the sturdiest 
PEERLE LIBERTY in the lightweight class. They meet all 
ANDERSON KISk the requirements of the careful buyer 
NOTE: Moneulath, Liberty, ond P ol aTo Mola -Mmuilol tamole lol olrelol(-ME Colmer iileh7-) lil] 
Moncareheai heel ff wheat and corn. 
4 They have a high bend with small 
y socket, which gives an unusually satis- 
f eKelfolg mmole] (olalt-Molalo Ml slolale B 


Blathes are forged from special high 
(fol doo] 1alohd-1 6 3i-1-1 Mm Mall ok Melee Me tic-Tile lin) 
olalommaleTloliave 

Handles are Northern Ash. Furnished 
with the Split-D or famous ABW Armor-D 
handle. 


ASK YOUR JOBBER 


SINCE AMES BALDWIN WYOMING CoO. 


\//4 PARKERSBURG, W. VA NORTH EASTON, MASS. 
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ADVANCES BECOMING EFFECTIVE 


Industrial Alcohol. 

Oil Dusters & Mops. 
Kraft Wrapping Paper. 
Misc. Kitchen Tools. 


Lightning Seed Sowers. 

Some Cocoa Door Mats. 

Lasts, Stands, Heel Plates, Etc. 
Some Galvanized Snow Shovels. 
National Carbon “B” & 


Wood Chair Seats. Most 
Tents & Paulins. “C” Batteries. 
Strainers. 
DECLINES BECOMING EFFECTIVE 
Linseed Oil. Twine & Sash Cord. 
American Portable Platform One Make Rubber Jar Rings. 
Scales. Some Pitcher Spout Pumps. 


ADVANCES ANTICIPATED 


Binder Twine. 


Paint Sales— Paint sales, 
while much disturbed recently by 
bad weather, show extreme activity 
whenever a good “break” comes, 
which permits delayed buying to as- 
sert itself. Most plants have been 
operating at capacity since January, 
and are convinced that the year’s 
totals will rise sharply, despite all 
setbacks. Export sales of paint 
have been 40 per cent ahead of a 
year ago, and have helped to keep 
the mills busy. There have been 
two recent declines on linseed oil— 
1% cents per gallon on June 11 
and 214 cents per gallon on June 
18. An increase on June 16 of 
one cent per gallon on industrial 
alcohol has been reported. In gen- 
eral, prices on manufactured paint 
lines are steady. Bristles used for 
making of paint and varnish brushes 
have receded somewhat in price, but 
probably not sufficiently to affect 
brush prices, which in almost no 
case have been based on top ma- 
terial markets. 

* * # 


Makers of oil dusters and 
mops have generally advanced prices, 
due to increased costs. Shellac prices 
continue very depressed, due to a 
competitive situation, and it seems 
probable that the present low figures 
cannot be reduced. 

* & 

Poultry netting—New price 

schedules on poultry netting were 
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issued by manufacturers on June 21, 
the fourth change of quotations in 
effect this season. The new lists 
show an average of approximately 
71% per cent increase over the lists 
originally offered for this season, 
The dealer discount is 21 per cent 
off the new list. 
* * * 

Cotton goods—Now that the 
price of cotton has reacted some 18 
per cent from the top level reached 
late in March, it is natural that a 
reaction should show itself in some 
manufactured cotton _ products. 
Higher wage scales, however, have 
offset much of the material decline, 
and on other lines the full advance 
was not taken at the time of the 
rise. So long as the manufacturers 
can keep reasonably busy, no seri- 
ous breaks in cotton goods prices are 
expected. Prices on tents and 
paulins have been raised about ten 
per cent. The last change on cotton 
gloves and mittens was upward, and 
probably justly so, because of the 
moderate rate of earlier increases. 
Twine and sash cord, due to com- 
petitive situations, have shown some 
reductions. A strong market pre- 
vails on paper and paper stock, 
and last week leading companies 
advanced the price of Kraft wrap- 
ping paper five dollars per ton, or 
about six per cent. 

* 8 # 


Rope and binder twine—This 
spring’s opening price on binder 


twine was recognized as very low, 
and the smaller manufacturers have 
been anxious for an opportunity to 
raise their quotations before the sea- 
son is over. Meanwhile, the market 
is very steady, with a possibility of 
increases being asked. The Ameri- 
can manufacturers of manila and 
sisal rope are faced with advancing 
fibre markets. Despite some feel- 
ing that their own mark-ups on rope 
during the past several months have 
been strong, it is remembered that 
the earliest of these advances were 
to cancel unduly low prices last 
year, which arose not from lower 
costs but from competitive condi- 
tions. The makers give assurance 
that manila and sisal rope prices to- 
day are not high, and that they 
likely will be maintained. 
* & & 


Scales — Portable platform 
scales of the American Scale Com- 
pany have been reduced about five 
per cent. 

* * # 

Canning supplies—The out- 
look for all canning crops is notably 
good, and jobbers are expecting the 
best season in many years for all 
canning utensils, as well as for cans, 
fruit jars and rubbers, and fruit and 
vegetable presses. An unexpected 
price reduction has been made by a 
leading manufacturer of rubber jar 
rings, with the reduction being 
ascribed to a competitive price con- 
dition. 

* # # 

New price lists on Eagle Zinc 
Oxides and Eagle Lithopones, ef- 
fective as of June 15, 1937, were 
issued by The Eagle-Picher Sales 
Co., 1030 Broadway, Cincinnati, 
Ohio. For Eagle Zinc Oxides data 
was issued on: AAA—Lead Free; 
AA—50% Leaded; A—35% Leaded 
and A-50—50% Leaded. The price 
list on Eagle Lithopones covered all 
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grades (normal strength) and Titan- 
ated (high strength). 
* & * 


Cast goods—A leading maker 
of lasts and stands, heel plates and 
cobblers’ sundries has put through 
a ten per cent advance, following a 
partial change in the line earlier in 
the year. Nail cups and revolving 
punches are also included in the 
mark-up. The rather extreme price 
advance last reported on _ pitcher 
spout pumps seems to have left reom 
for some reaction, and quotations are 
now obtainable from some makers, 
rescinding part of the advances. 

* * * 

Snow Shovels, Etc.——Early in 
June some numbers of galvanized 
snow shovels were advanced 20 to 25 
per cent, correcting an unprofitable 
price situation which had existed for 
some time previously. Lightning 
seed sowers have been advanced ten 
per cent. 

* * & 

Housefurnishings—Among re- 
cent changes noted are a five per 
cent advance on cocoa door mats 
from some makers, a 31% per cent 
mark-up on miscellaneous kitchen 
tools, four per cent on strainers, and 
abeut five per cent on wood chair 
seats. Sales, considering the sum- 
mer weather, are very satisfactory on 
kitchen sundries, though fall will 
bring a normally better season. 
Some makes of imported heavy 
needles (harness, sacking, etc.) 
have been advanced in price about 
five per cent. 

* *& & 


Electrical sundries—With no 
change definitely announced on rub- 
ber-covered wire, manufacturers 
seem to be catching up with their 
orders and are seeking more vigor- 
ously for new business. The market 
is holding quite well, but some 
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quantity concessions are said to be 
available for the largest orders. 
National Carbon Company have an- 
nounced an advance on most of their 
popular types of “B” and “C” bat- 
teries. Zenith Radio Corporation 
reports a trend in radio demand, of 
great interest, noting a definite shift 
in its market from large cities 
to the rural field. Four years ago 
fully 80 per cent of sales were made 
in the large cities. Now, larger 
centers account for only 40 per cent 
of the business, with smaller cities 
and towns providing the major share. 
The farm radio is an important fac- 
tor in this shift. 
* & & 


Toy departments—Toy manu- 
facturers are pursuing an interest- 
ing campaign for the promotion of 
retail sales of toys at all seasons of 
the year. They point out that a 
natural demand for games for sum- 
mer entertainment, for outdoor toys, 
and for games and toys for travel- 
ers, will well repay the carrying and 
displaying of well chosen retail 
stocks in many communities during 
the summer months. Some success- 
ful stores ally their toys and games 
with homeworkshop tools and sports 
supplies, in a so-called “hobby de- 
partment,” and report this plan very 


successful. 
* * * 


Baseball and soft ball—The 
rapidly increasing popularity of the 
soft-ball game is earning the inter- 
est and cooperation of hardware 
stores in all sections. A completely 
new field of play and players is 
opened up by soft ball, which can 
be played in much more restricted 
areas than the hard-ball game, and 
can be enjoyed by older and younger 
people, and particularly by women, 
most of whem were not reached by 
the old pastime. The forming of 





local clubs and leagues, cooperated 
in by the hardware dealer, widens 
the game’s popularity and the deal- 
er’s volume and profit. Soft ball 
has long ceased to be left to the 
children, for it is played hard and 
skillfully, and some outstanding 
players in the major baseball lea- 
gues started their career on local 
soft ball diamonds. 
* & & 


Furniture lines — Hardware 
stores carrying or selling items of 
modern furniture are participating 
in the good increase reported this 
year by all furniture manufacturers. 
Many stores feature kitchen and 
porch furniture to the exclusion of 
a more general line, but even in 
these restricted branches, modern 
trends of design and color have 
created an improved demand, with 
sales increases over 1936 reported 
to average close to 25 per cent. 

* & *& 


Weather set-backs—Talk of 
the weather is all too important in 
discussing June hardware activity. 
Without doubt, unseasonable condi- 
tions in many localities have slowed 
retail sales, and will probably dis- 
turb the expected season totals on 
directly affected lines. Fortunately, 
however, hardware comprises within 
its range many items greatly helped 
by rainy weather, just as it contains 
others which wet weather curtails. 
As always, it is noted that the best 
retail reports come from stores 
which are aggressive and which are 
combating unseasonable conditions 
by attractive displays and promo- 
tions. Excuse for these is found in 
many localities in the guise of early 
summer clearance sales, giving the 
stores an opportunity to level off ir- 
regular stocks accumulated during 
the earlier rush of buying. Leading 
trade commentators give merchan- 
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dising a high place in the investment 
picture for the several months 
ahead, both because of the probable 
continuance of active sales to con- 
sumers, and because of the money- 
making possibilities for wholesalers 
and retailers while people are gen- 
erally in a buying mood and able to 
indulge their tastes. 
* * * 


Wholesale activity — Whole- 
sale buying is now almost devoid of 
speculative tendency, though the 
long pull outlook for prices seem- 
ingly is toward higher markets. 
Wholesale stocks are selling down 
to normal on more and more lines, 
and new buying from the mills is 
therefore somewhat more extended. 
Undoubtedly the average condition 
of wholesale stocks is still above 
normal, so buying by the jobbers for 
the rest of the summer will hardly 
strike a very active pace, confining 
itself to current needs. 

* * # 


Industrial operations—Manu- 
facturers in many lines find them- 
selves still with a heavy backlog of 
orders, and in some sections the 
supply of skilled labor is notably 
short. All industrial branches, par- 
ticularly manufacturers of steel 
products and other metals lines, are, 
of course, disturbed by the current 
widespread labor difficulties. In a 
fair number of lines the effect is 
seen in slow deliveries or in short- 
ages. Makers of electrical equip- 
ment and farming supplies are no- 
tably busy and behind. Througout 
all classes of merchandise, however, 
reports indicate that supplies can be 
obtained much more promptly than 
during the first quarter. Under the 
pressure of full-time or over-time op- 
eration, the manufacturers are grad- 
ually catching up with their old 
backlogs, where they themselves are 
not handicapped by labor trouble. 
The direct influence of labor trou- 
bles in retail lines is not serious, ex- 
cept in towns or areas whose leading 
industries are tied up. One result of 
the strike situation will doubtless be 
the willingness of distributors to 
carry more liberal stocks throughout 
the season, and to place orders for 
future delivery in time to avoid the 
danger of possible oncoming scar- 
city. 

* * * 

Credits and _ collections— 
Much comment and some question 
arises in retail circles, concerning 
the increasing proportion of sales 
which are now made on credit, 
either through charge accounts or 
installment sales increased at a 
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higher rate than general sales, while 
there was considerable growth in 
the rate of charge accounts. Collec- 
tions, however, in nearly all parts 
of the country have been reported 
good and improving, as compared to 
the experience of recent previous 
years. Still many merchants do not 
like the tendency toward long-ex- 
tended credits in the face of some 
unsettlement in general business. 


* + 


Building and construction— 
Heavy, or engineering construction 
projects during the second week of 
June set a new record for the last 
year and a half, and gained 39 per 
cent over the corresponding 1936 
week. Private awards were particu- 
larly large, including commercial 
buildings at the highest weekly to- 
tal in five years, and industrial 
building and highway construction 
with notable gains. General build- 
ing operations are still “sick” in 
most localities, and probably will 
continue so while there exists the 
unfortunate discrepancy of too-high 
wage scales and too-high material 
costs in this field. The hardware 
store today relies for its sales of 
tools, paints, roofing and building 
trim fully as much upon repair and 
modernization work, as upon new 
building contracts. Energy in locat- 
ing and supplying these numerous 
small prospects are keeping the con- 
tract departments of some stores 
comfortably active. 


* * 


Farm conditions—Despite the 
late “black rust” scare in several 
localities, farmers in the wheat areas 
expect the largest crop since 1931, 
and consequently are looking for- 
ward to a _ prosperous. season. 
Nearly all the principal food, feed 
and forage crops look better than 
in 1936. Until recently, there have 
been the usual troubles from 
drouth in certain sections, broken 
now and then by satisfactory rains. 
In parts of the grain belt lately 
there has been too much rain—in 
some cases accompanied by wind 
and hail, which have caused damage. 
Farmers have been unable to work 
steadily in their fields; nevertheless, 
corn planting has been about com- 
pleted, and the growth is well along 
in favored sections. A saving bene- 
fit of the wet weather has been the 
lessening of the “crop” of such 
farm pests as grasshoppers, chinch 
bugs and army worms. Recent gen- 
eral rainy conditions will bring to 
the hardware store an increased de- 
mand for screens and swatters, and 
for fly-nets. 





income—Greatly _ in- 
creased farm income, especially in 
the eight states in the upper Mis- 
sissippi and Missouri River valleys, 
is having a definite effect on indus- 
try. General merchandise sales in 
the rural districts in April were at 
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a high record. In May, rural sales 
gained 11 per cent over May, 1936, 
and almost 36 per cent above the 
same month of 1935. Farm equip- 
ment sales have been running 25 to 
30 per cent ahead of last year, and 
automobile and truck sales in the 
farming areas have correspondingly 
increased. National farm income 
for the first quarter this year was 
16 per cent above the corresponding 
quarter a year ago. For the twelve 
months ending March 31, income 
on the farms was just double that 
enjoyed four years ago. 
* * 


Price trends—Prices of 
manufactured goods continue, in 
general, a moderate climb. Goods 
in which labor represents an im- 
portant part of the cost will suffer 
no relapse. For one thing, there 
has been noted a prevailing con- 
servatism among manufacturers, 
about putting through advances not 
actually forced by high cost ma- 
terials, and by wage advances. The 
effect of competition will again, 
doubtless, show itself here and there, 
in some price concessions in the 
wholesale and retail fields, as goods 
become easier to obtain, but care- 
ful observers prophesy well-main- 
tained markets, for the most part. 
During May, average retail prices 
advanced for their eleventh consecu- 
tive month, and on June 1, ac- 
cording to the Fairchild index, stood 
at 96.6 per cent, compared with 88.1 
per cent on June 1 last year, and 
69.4 per cent at the 1933 low mark. 
These comparisons are based on 
January, 1931, prices as par. The 
retail price rise from January 1 
to June 1, 1937, was 4.2 per cent, 
much less than the average increase 
in factory quotations. No small 
part of the difference is due to the 
“buffer” of conservative pricing by 
the wholesalers. 

* * * 


A decline of 0.5% in the 
Bureau of Labor Statistics’ index 
of wholesale commodity prices re- 
sulted from further weakness in 
wholesale market prices of farm 
prices, according to Commissioner 
Lubin. “The current decrease 
brought the all-commodity index to 
86.7 per cent of the 1926 average,” 
Mr. Lubin said. “Notwithstanding 
the recent downward movement in 
wholesale prices, the all-commodity 
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HERE IS SOMETHING 
YOU WANT 


By E. B. GALLAHER 
Editor, Clover Business Service 
Treasurer, Clover Mfg. Co. 


Nvezpuzss TO TELL A MERCHANT 
that he can make more money and serve his 
trade better if he has a good knowledge of the 
article he sells—it’s fundamental. 





@ We used to think that Sandpaper was sand- 
paper, and that was all there was to it—but no 


more. 


@ We used to think that Sandpaper was such 
a small penny business that it was not worth 
bothering about. 


[_] CHAIN RACK ASSORTMENT 

[_] ACCO COTTER PINS 

[_] TENSO KENNEL CHAINS 

[_] ACCO JACK AND SAFETY CHAIN 

[_] ACCO REPAIR LINKS & ASSORTMENTS 


@ Today, the great Coated Abrasive industry 
is selling more than 15 million dollars’ worth 
of abrasive papers and cloths, which are used 
by practically all industries as well as in the 
home. 


@ A knowledge of these Coated Abrasives is 
imperative for the hardware man—but where 
can he get it? 


We have prepared a 
booklet, ““What Are the 
Various Coated Abra- 
sives? What Are Their 
Uses?” Tells the whole 
story so you can under- 
stand it. 





TENSO HALTER AND DOG CHAINS 
ELWEL COW TIES 

TENSO COW TIES 

TENSO KENNEL CHAINS 

ACCO PROOF AND BBB COIL CHAIN 
ANTI-SPREADER CHAIN 

AMERICAN FURNACE CHAIN 


And it will be sent with- 
out charge to any dealer 
who writes for it. 


OOOOOOO 





AMERICAN CHAIN DIVISION 
AMERICAN CHAIN & CABLE COMPANY, Inc. 


CLOVER MFG. co. BRIDGEPORT, CONNECTICUT 
Norwalk, Conn. | Buse for Your Safely 


=a eee ee ee ee Se TEAR OUT THIS AD AND PUT IT IN YOUR WANT BOOK == == 
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level is 10.2 per cent above the cor- 
responding week of last year. It 
is 1.8 per cent below the 1937 high 
of April 3 and 2.4 per cent above 
the low of Jan. 2. Hides and leather 
products, metals and metal products, 
building materials and _housefur- 
nishing goods remained unchanged. 
Lower prices for scrap steel and pig 
tin did not affect the index for the 
metals and metal products group as 
a whole. It remained at 91.0 per 
cent. The index for the house- 
furnishing goods group remained at 
91.0. 


~~ | @ 


Sales in retail stores during 
May totaled $3,600,000,000, an in- 
crease of eight per cent over the 
sales volume of May, 1936, accord- 
ing to calculations made by the 
American Retail Federation, Wash- 
ington, D. C. Total retail sales dur- 
ing the first five months of this year 
were estimated at $16,000,000.000, 
an increase of $1,500,000,000 or 
about 10 per cent over the same pe- 
riod last year. Sales in rural regions 
have made better gains than in 
urban sections. The rural retail 
sales index of the Department of 
Commerce indicates that dollar sales 
in rural regions have averaged about 
12% per cent above last year for the 
first five months. The rural and 
urban indexes of average daily sales 
indicate increases of 11 per cent in 
rural regions and seven per cent in 
urban sections in May over May, 
1936. The best relative sales gains 
were shown by sporting and travel 
goods, and those items influenced by 
building and house repairing, such 
as hardware, paints, and electrical 
supplies. 

* * * 

An analysis of manufacturing 
changes since .1929, made by the 
National Industrial Conference 
Board, indicates that in April of this 
year labor cost per man-hour was 
17.7 per cent above the 1929 level. 
There was an increase of 27.6 per 
cent in output per man-hour, largely 
as a consequence of mechanization 
and improved methods of operation. 
While labor cost per unit of prod- 
uct was 7.5 per cent lower, the labor 
cost per $100 of output was practi- 
cally the same as in 1929, on ac- 
count of the lower level in wholesale 
prices of finished products. Com- 
pared with the average for 1936, the 
Conference Board’s analysis shows 
an increase in April, 1937, of 10.7 
per cent in labor cost per man-hour, 
an increase of 7.7 per cent in labor 
cost per unit of product, and a rela- 
tively slight increase in labor cost 
per $100 of output. 
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An outstanding feature of the 
foreign trade of the United States 
during recent years has been the 
continued progress of the export- 
import figures toward a_ balance, 
says the United Business Service in 
its current report. Under the abnor- 
mal stimulus of the war period ex- 
ports were vastly greater than im- 
ports, reaching an excess of 4,016 
millions in 1919. During the 1920’s 
the export surplus remained high, 
stimulated by heavy American in- 
vestment in foreign securities. How- 
ever, beginning in 1928 these invest- 
ments declined abruptly, and as a 
result our foreign trade figures have 
now practically reached a balance. 
Manufactured goods lead our ex- 


ports. 
* i * 


Living costs—A_ substantial 
rise in the cost of living was noted 
by the National Industrial Confer- 
ence Board in May, increasing 0.6 
per cent over April, 1937, and six 
per cent over April, 1936. Food, 
rent, clothing and sundries all in- 
creased, though coal prices de- 
creased. The purchasing value of 
the dollar was 112.6 cents in May, 
compared to 119.3 cents a year ago, 
and 100 cents in 1923. 


* &+ 


Freight traffic—Carloadings 
for the week ended June 12 showed 
only a moderate rise of 9.9 per cent 
over the corresponding 1936 week. 
The total reached 754,360 cars. The 
weekly gains over 1936 during May 
were at a much better rate, but 
June showings are retarded by the 
strikes affecting some of the leading 
industries. 


* *& 4%, 


Electric out put—Electric pro- 
duction for power and light made 
a more than seasonal gain in the 
June 12th week, to a level 13.8 per 
cent above the corresponding week 
of 1936. All sections of the coun- 
try participated in the increase, 
although the west central section, 
where labor troubles prevailed, 
showed less substantial gains than 
other parts of the country. 


* + 


Chain store sales—May sales 
of 27 chain store companies, in- 
cluding two mail order houses, 
gained an average of close to 15 
per cent over May, 1936. The same 
companies for the first five months 
of the year gained almost exactly 
the same percentage, the greatest 





portion of the increase being con- 
tributed by the two leading mail or- 
der companies and by a large auto 


supply chain. Only moderate rates 
of increase were shown by the aver- 
age merchandising chain store 


group. 
* * * 


“Despite the loss of steel produc- 
tion caused by strike shutdowns at 
various plants, the volume of new 
business being taken by companies 
not affected by strikes continues to 
dwindle, which may be partly due 
to seasonal factors and partly to the 
widespread loss of confidence occa- 
sioned by labor agitation,” says The 
Iron Age, “coupled with the break- 
down in law enforcement, aided and 
abetted by the President of the 
United States and the Governors of 
the great steel-making States of Ohio 
and Pennsylvania. 

“With the closing down of the 
Johnstown plant of the Bethlehem 
Steel Corp. by order of Governor 
Earle of Pennsylvania and the post- 
ponement of the scheduled reopening 
of the Youngstown plants of Repub- 
lic Steel Corp. and Youngstown 
Sheet & Tube Co., when martial law 
was declared in Mahoning Valley by 
Governor Davey of Ohio, the amount 
of steel ingot producing capacity 
that has been rendered idle by 
strikes is nearly 11,000,000 tons on 
an annual basis, or about 16 per 
cent of the country’s total capacity. 
In addition, 90,000 steel workers are 
idle and total payroll losses to date 
are about $15,000,000. 

“Labor anarchy with a Government 
guarantee places the strike-affected 
steel companies in a position from 
which there appears to be no way 
out that will be satisfactory to either 
side in the controversy. The efforts 
of the Federal Steel Mediation Board 
may come to naught in view of the 
resistance of the companies to signed 
agreements and the abrogation by 
Government edict of the Constitu- 
tional right to work. 

“As the strikes enter their fifth 
week, and with hopes for a mutually 
satisfactory settlement as remote as 
ever, the volume of steel business 
being switched to companies not 
affected by strikes appears to be 
growing in volume, though it is not 
even now of large proportions, which 
is one indication that requirements 
of consumers, with some exceptions, 
are lessening. Other developments 
pointing to a downturn in consum- 
ers’ needs are requests for holding 
up of shipments or extension of de- 
livery dates beyond the time origin- 
ally specified. 
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And here’s the nutcracker to 
crack ’em. Powerful .. . adjust- 
able to all size nuts... 
cracks the shell and leaves 
the nut-meats_ unbroken. 
Easy to use. Fastens to 
bench or table. Nickeled 
finish ... packed in individual | 
boxes. 











® Order from your jobber. 
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Leading hardware dealers 





are sold on and sell the 
Bassick line because it has 
been for years, and still is, the leading 
brand. It means casters with a guarantee 
of satisfactory service—lIt is a builder of 
good will and profit for the dealer. 


Write for new catalog 


THE BASSICK COMPANY 


Connecticut 


Bridgeport 
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This new store front for the A. E. Ewing Co. was designed and supervised by 
the Store Front Division of the Grand Rapids Store Equipment Co.., Pitts- 
burgh, Pa. 


Store Front Need Revitalizing ? 


HE art of merchandise display 

today definitely challenges the 
progressive merchant to erect an 
exterior that is complete, effective, 
and original. With the new and 
simple designs, that the present day 
purchasing public accept as original 
decoration, greater results can be 
achieved. Cold dimension can be 
converted into gracefully styled 
units. 

Store fronts covered with scrolls 
and curlicues, and large gothic 
arched vestibules have passed away. 
Today’s store front denotes greater 
simplicity and more freedom, Ar- 
cades and “saw’tooth” designs have 
made way for those forms better 
suited to modern needs. 


Pictured herein are the display 
windows of the A. E. Ewing Co., 
Olean, N. Y., which have a definite 
merchandising value. Each type of 
merchandise can be properly set 
forth, and no one display subordi- 
nated to the other. The slight set- 
back not only makes possible ad- 
ditional display space, but also pro- 
vides a loitering spot that is in- 
variably used to advantage. 

The base material used to give 
softness and color is a_ resinous 
plastic, a new entry to the field of 
store front construction. In this 
instance a light ivory and brown 
were selected as being most suitable 
to associate with the type of mer- 
chandise handled by this concern. 





United States Exports Of 
Hardware And Allied Products 


April 1937 April 1936 March 1937 
Cutlery , eer we $ 237,458 $ 254,873 
Stoves, furnaces, oil burners 388,303 227,347 312,192 
Hand tools .......2....0.....:5 BTS 941,637 1,246,195 
Builders’ and other hardware ... 491,369 327,937 438,758 
Abrasives Bishi wadeta 763,900 584,898 758,750 
Lamps, lanterns, etc. . 119,847 76,272 80,556 
Utensils .. Salers 155,616 96,905 125,558 
Plumbing equipment Ni ... 287,411 153,767 250,287 
Safes, tin cans, needles, chains, 
and scales 611,629 320,283 600,488 
Tetal...... vanes so 1 MyS,039 2,966,504 4,067,657 
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Bolt Measurements 
The length of a bolt is mea- 


sured from the extreme end of the 
thread to the largest diameter of 
the bearing under the head. 

For example, all square, hexa- 
gon, button, round, cone, fillister, 
tee head bolts, whether. round, 
square, fin or ribbed neck, are 
measured from under the head to 
the end of the thread. 

Flat countersunk, plow bolts, 
bolt ends and studs, are measured 
over all excluding points. 

Oval countersunk head bolts are 
measured from the edge of the 
head to the end of the thread. 


Forms of Bolt Threads 
The U. S. S. Thread has sides 


at an angle of 60 to each other, 
and flat top and bottom equal to 
one-eighth of its pitch. 

The advantages of this thread 
are that the flat top and bottom 
prevent it being easily injured, 
that taps and dies will retain their 
size, and that bolts made with this 
thread are strengthened. 

The S. A. E. Thread is the same 
form as the U. S. S., but with a 
finer pitch (more threads per 


inch). 


Handling Wire Rope 


Wire rope must not be coiled or 
uncoiled like manila rope. When 
received in a coil it should be 
rolled on the ground like a hoop; 
if on reels, it should be properly 
unwound. 


Atlas Lathe Manual 


A new lathe book, the Atlas “Manual 
of Lathe Operation,” recently issued by 
the Atlas Press Co., has 272 pages and 
illustrates and describes in concise and 
easy-to-understand language, the latest 
technical data for machining the new 
metals and plastics. Chapter headings 
are: lathe care and_ construction; 
theory of metal cutting; cutting tools; 
the machining of various materials; 
holding the work; drilling and boring; 
thread cutting; lathe attachments and 
their uses; woodturning on the metal 
lathe; machinists tables; index, and 
pages for shop notes. The manual is 
metal bound and divisional index tabs 
are used. Available for $1.00 delivered 
to any point in the United States from 
the Atlas Press Co., 1819 North Pitcher 
St., Kalamazoo, Mich. 
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CABINET HARDWARE TODAY — 
BY ORDERING YOUR ASSORT- 
MENT NOW! MR. DEALER 


As a result of intensive studying and analyzing in dealers’ sales in Cabinet 
Hardware, CORBIN now offers you "The Pick of the Field." 


In the presentation of No. 3250 Assortment — the best-selling numbers 
have been selected from our existing line, and new items have been added 
to meet the demand for modern design and beauty in Cabinet Hardware. 
This fine assortment comes to you on an attractive colored panel, and the 


popular items mounted will prove fast “over-the-counter” sellers which 


will increase your profits. 


Sell tomorrow's cabinet hardware today by ordering your display assort- 


ment now. 


NEW YORK CORBIN CABINET LOCK co. CORBIN LOCK CO. 


CHICAGO 


THE AMERICAN HARDWARE CORP., Successor OF CANADA, LTD. 
BELLEVILLE, ONT. 


NEW BRITAIN CONNECTICUT 


SY 4-10) 
CABINET 
HARDWARE 
MERCHANDISER 


MADE BY CORBIN 


PADLOCKS 

CABINET LOCKS 
TRUNK and SUITCASE 
LOCKS + CABINET and 
MISCELLANEOUS 
HARDWARE=® °* 
HOUSE and APART- 
MENT LETTER 
BOXES « KEYS and 
KEY-BLANKS 
POST-OFFICE 
EQUIPMENT 
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Double page spread of 4 page advertisement 


used by Morehouse & Wells, Decatur, Ill., on 
the occasion of their new store opening 


With Gala Sales and 4-Page Newspaper Ad 


Morehouse & Wells Opens Its 
New Retail Store 


ECENTLY a four-page spe- 
R cial section of the Decatur 
Sunday Herald and Re- 
view announced the Grand Open- 
ing Sale of the new retail store 
of Morehouse & Wells Co., De- 
catur, Ill. This huge advertising 
section served to introduce to De- 
catur the large variety of items 
the store would stock and for one 
week sell at a gala celebration 
sale. These included hardware, 
paints, housewares, and sporting 
goods. 

“Convenience” is the key-word 
of the new store. Located in the 
Standard Office Bldg. on the cor- 
ner of Water and Main Sts., the 
building is within easy walking 
distance of the center of trade. 
Ample parking space is provided 
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on three sides and nearby, and the 
store has three entrances. 

Merchandise that was formerly 
scattered on three floors in the 
old quarters has been rearranged 
on two in the new store, all sport- 
ing goods being in the basement 
and other closely related depart- 
ments on the first floor. With 9000 
square feet more of floor space 
available, wide aisles have been 
created and all departments ex- 
panded. Case and counter displays 
have been spread out and lighted 
for easier inspection. 

The new location also has a 
longer street frontage, giving more 
and deeper window display space, 
some of which will, from time to 
time, be given over for the use of 
civic organizations. 


Morehouse & Wells, which is a 


retail and wholesale concern, was 
founded 78 years ago and is the 
second oldest business firm in De- 
catur. The retail division ac- 
counts for one-third of the com- 
pany’s business, the wholesale 
division at 805 North Morgan St. 
receiving the greater share. It has 
a staff of six salesmen who travel 
within a radius of 100 miles for 
this division which wholesales 
general hardware, electrical equip- 
ment and mill supplies. A fleet 
of delivery trucks is used and its 
other shipping facilities include a 
railroad siding and a full length 
loading platform. 

Wilbur Humphrey is president 
and treasurer of the company. 
Robert Humphrey is secretary and 
manager of the new retail store, 

(Continued on page 72) 


HARDWARE AGE 

















JU 











WIRE PRODUCTS 


Hexagonal Mesh Netting (Multiple Twist) 
Straight Line Netting 
Chain Link Fencing and Gates 
Hardware Cloth 
Heavy Grades Wire Cloth 
Wire Clothes Lines 
Wire Lath 
Stucco Netting 
Spark Guard Cloth 
Wire Mesh Screens 
Fruit Tree Guards 
Netting Staples 
G. F. WRIGHT STEEL & WIRE CO. 


Worcester, Mass., U S. A. 


New York Atlanta Chicago Les Angeles 








Make SILVER PROFITS with 
SILVER CLIPPER 


This FREE Display Will Tie-Up Our 
GOOD HOUSEKEEPING Advertising with your store 


% Your best customers will read about this 
Strikingly beautiful new Hanson Silver Clip- 
per in the August issue of GOOD HOUSE- 
KEEPING—out July 25th, right at the start 
of the canning season. Seize this profit 
opportunity—send for this FREE 5-color 
tested display. Just pay for the six fast-sell- 
= = =. = = —_ 
The Silver Clipper sells on sight—Modern- 

istic silver and black dial—unusual accuracy ; Deal No. 2000 
—reasonable price. | nay Sage . Zone A Zone B 








Ask your jobber for catalog and prices. Way Rite 
HANSON SCALE COMPANY mn ng i370 $1.35 $1.50 
(Est. 1888) Hanson Sil- 
510 N. Ada St., Chicago one Clip- ee 
1150 Broadway, New York wer No. ia7i 
Hanson Sil- 
fl a r Clip- 


HANSON 


FAMILY SCALES 


2.25 2.5 
one. Display Stand FR e E 
Guaranteed by 
GcooD HOUSEKEEKING 
as advertised therein 




















with RICH LADDERS 


HARVEST EXTRA PROFITS 





Get the extra ladder 
business that comes 
with the Fruit Picking 
Season. Reap a bigger 
harvest of sales—and 
profits— with RICH 
» Fruit Pickers’ Ladders. 


RICH makes ladders 
for every purse and 
purpose — Step Lad- 
ders, Sectional Ladders, 
Extension Ladders, 
Straight Ladders, etc.— 
each a leader in its 
class—each a profit 
producer. 


For complete information and catalog write. 








odel 860 
LIST PRICE 


$4850 


Complete 
less motor 








eed) 5 

















1028 Depot Street 


Rich Fruit Pickers’ Ladders are made in two 
aye oe Top (left) and Closed Top (right)— 
with 1%”x2%” Select Spruce Rails and 1%” 
Hickory Rungs. 
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THE RICH PUMP AND LADDER CO. 


Cincinnati, Ohio 
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Speedy Paint Sprayers 
Professional type with famous Clean Air 
compressor on steel base, pressure feed in- 
ternal mix spray gun with quart aluminum 
Send for price list, cup. List only $18.50—others $5.00—$14.00. 
discounts and details Autopower sprayers $2.60 and up. No cylin- 


DEALERS: 


ders, pistons or rings to wear out. Sturdy, 
efficient, yet low in cost. 


W. R. BROWIN CORP. 


5724 Armitage Ave., CnICAGO, ILL. 
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on electric and auto- 
power paint sprayers. 














LITTLE 
GIANT 





There’s nothing seasonal about screw 
extractors. They are an essential item 
in every repair kit the year round. 
Easy to use, positive and rugged, 
“LITTLE GIANT” Screw Extractors 


are easier to sell. And the name 
means “quality” to men who know 
good tools. 






“LITTLE GIANT” Screw Extractors 
are available singly, in sets, or with 
drills as you wish. There are 8 dif- 
ferent assortments from which to 
choose. 


“Greenfield” furnishes an attractive 
display stand free. It’s a powerful 
silent salesman stocked with a fast 
moving assortment of extractors. Put 
this display out where it can be seen. 
It'll pay you well. 


GREENFIELD TAP & DIE 
CORPORATION 
Greenfield, Mass. 


Detroit Plant: 2102 West Fort Street 


Warehouses in New York and Chicago 


In Canada: Greenfield Tap & Die Corp. 


of Canada, Ltd., Galt, Ont. 


GREENFIELD 





Morehouse & Wells 
New Store 
(Continued from page 70) 


where -he will be assisted by H. 
Ray Myers. D. L. Johnson is vice- 
president, and H. Walker assistant 
treasurer. 

Department managers of the re- 
tail division are: Robert Smith, 
sporting goods; Theodore Taylor, 
paints; Floyd Gasser, builders’ 
hardware; J. Hamilton, house- 
wares; Russell Gray, major appli- 
ances; Mrs. B. F. Ritter, seeds 
and garden supplies. William 
Kelley is the store’s display man 
and Frank Tomalla has charge of 
the repair shop. The store will 
employ 25 persons. 


The Brooklyn Plan 


(Continued from page 30) 





giving us supervision at a small 
over-write for the supervisor. It 
is an excellent range plan, and 
it works. It is a totally different 
plan from anything that has been 


done elsewhere in the United: 


States. We have had observers 
from all over the country to see 
how the plan is working, to see 
the practical application of what 
some utilities said was just a 
dream; but it is being worked in 
Brooklyn. 

The point I want to put over 
in regard to the Brooklyn plan 
is this, that this plan is a definite 
contract. To my mind, as the 
basis of a contract there must be 
consideration on both sides to 
make the contract ‘legal. Thus we 
have had to give something as 
dealers, and the utility has had 
to give us something as a utility. 
So we have worked together hon- 
estly. 

* *€ 7 
Mr. Atkinson Answers Eight Per- 
tinent Questions Relative to 
SELLING ELECTRICAL APPLIANCES 
IN HARDWARE STORES 
* * * 

Editor’s Note: Following his 
talk at the Rochester convention, 
several dealers asked questions; 
from these, the following and Mr. 
Atkinson’s answers were chosen: 

Question—“Do electrical goods 
fit in hardware stores?” 

Answer—Yes, the store traffic 
of a hardware store lends itself 






INSTANT ACCURACY 


ON FAIRBANKS SCALES 
WITH PRECISION INDICATOR 


Time saved soon pays for 
Fairbanks platform 
scales with precision in- 
dicator. No guessing at 
Beam Balance... 
you know in- 
stantly whether 
weight is over or 
under. Accuracy 
increased e 
every fraction 
caught. Bulletin 
ASME 202—11 
tells how to stop 
losses ... save 
time. Write 
Fairbanks, 
Morse & Co., 906 
S. Wabash Ave., 
nae” Ill. 


7-SA202.53 


FAIRBANKS: :-MORSE 


BS cales 














ARMSTRONG 


Now FineTool Quality in 


STAR 
DRILLS 


Correct cutting 
shapes and finer steel 
drop forged, 
ground, heat treated 
and tempered. Here 
are star drills that 
hold their sharp- 
ness and run 
uniformly ex- 
cellent. 














Coming in 
8-inch, 12-inch, 
18- and 24-inch, 
by sixteenths to 
one inch by eighths 
in larger diameters— 
a complete line that 
needs no fill-ins with es- 
tablished prices, established 
margins and an established 
name. 


Write for Star Drill Circular 


ARMSTRONG BROS. TOOL CO. 
“The Tool Holder People” 
314 N. Franeiseo Ave., Chieago, U.S.A. 
New York San Francisco London 
RSE ETRE ELIE BEER AIT SEE 


HARDWARE AGE 
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admirably to electrical appliances. 
We have a mechanical back- 
ground. We have also a customer 
clientele built up over a great 
many years who will depend on 
us and what we say in the sale of 
electrical appliances. 

Question—“Is it reasonable to 
believe that they can be sold as 
ordinary shelf merchandise?” 

Answer—Yes, small appliances 
can be sold at a good profit. The 
utility tells us to sell at list. That 
is one thing we learned from our 
Brooklyn plan; we can get list 
prices for small electrical appli- 
ances and for a good many of the 
large ones. Table appliances are 
very easy to display. A small 
table will carry your entire line 
of small table appliances. The 
sales points are very easy to learn. 
If your clerk or salesman is at 
all interested, he will read tags 
on the appliances. There are a 
number of sales helps that are 
offered. Mix-Master, General Elec- 
tric, Westinghouse and _ others 
give sales plans on how to sell 
small appliances. 

Question—“Is one or more 
trained men essential to establish 
a hardware store as a responsible 
outlet for these goods?” 

Answer—Yes and no. On small 
appliances you don’t need any 
extra sales help. On large appli- 
ances it is absolutely necessary 
to have a man on the outside to 
sell them. If a customer wants to 
buy a refrigerator or range, he is 
not coming into the store for it. 
If you want to sell those items, 
you have to have a man go out, 
measure the space and talk up 
those larger appliances. 

Question—‘“Is a special repair 
man requisite?” 

Answer——-Yes, I think so. That 
does not present a great deal of 
difficulty, though. Everyone of us 
probably has a key and locksmith 
man. He can get from any of 
the bigger companies a complete 
repair schedule, with a list of 
parts. It isn’t hard for a man 
who is mechanically inclined to 
learn how to repair small appli- 


ances. 

Question—“May a low price 
line such as is handled in drug 
stores be safely carried by a mer- 
chant striving to sell good mer- 
chandise?” 
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Answer—No. In the first place, 
you have a lot of customers built 
up that believe in you. If you 
sell them a 75-cent toaster and 
it doesn’t work, you will lose that 
customer. Sell the good stuff. For 
instance, in selling electric irons, 
no matter how a woman looks, 
whether she looks as if she could 
spend a lot of money or only 
$1.98, show her an $8.95 iron 
first. She says to herself, “He 
thinks I am somebody,” and may- 
be she ends up with a $4.95 iron. 
But the way it is generally done, 
and the wrong way, is to say, “We 
have an iron for $1.19,” and she 
goes out, and the iron is no good, 
and there is no profit in a sale 
like that. 

Question—“What part do sepa- 
rate electrical departments and 
window displays play? 

Answer—They play a_ great 
part. Build a model kitchen, put 
in an electric refrigerator and a 
range and a sink. Put your minor 
appliances in the kitchen. Put in 
a washing-machine. All those 
things you can do at a very small 
expense and as a result you will 
sell those appliances. 

Question—“What about the 
length of credit and sales con- 
tracts?” 

Answer—The length should not 
be over three years. Keep them 
as low as you want, and try to 
have the payments made at your 
own store. That was where the 
F.H.A. fell flat. The customer 
went to some bank to make pay- 
ment or sent it by mail, we never 
saw them, and we lost customers. 
If they come to us and pay their 
money they stay sold. 

Question—“What type of store 
can expect to profitably handle 
electrical merchandise, and what 
type ought to stay out of the 
game?” 

Answer—I would like to say, if 
you have a store that is the old 
type of hardware store, with nails 
and rakes lying around, don’t try 
to sell electrical appliances. If 
you have a housewares depart- 
ment where you can read the 
prices without blowing the dust 
off the tags, if you have a depart- 
ment that is clean, sell electrical 
appliances along with them, and 
you will do a good job. 











WICKWIRE 
NETTINGS 


is made from open hearth, copper 
bearing steel, drawn in our own mills 
where methods of weaving and the 
amount of galvanizing are according 
to definite and proven uniform quality 
standards. No material or operation 
is ever skimped. 

That’s why Wickwire nettings are 
tough but never brittle, why they 
resist rust whether exposed or buried, 
why they unroll flat, hang straight, 
stay tight without extra supports. 
These factors of uniformity mean re- 
peat business, turnover and profit 
from— 


HEX POULTRY NETTING 


all meshes in widths up to 72"' of 150 
lineal feet bales. 


NET-WICK 


Astraight line poultry perfected fence 
with a combination of mesh and 
gauge wire that makes a perfect poul- 


try fence. = 
HEN-CHICK 


A combination mesh all purpose poul- 
try fence for all sizes of poultry. 





Galvanized either before or 
after weaving. 
Your jobber will supply you. 


, 











WICKWIRE 


BROTHERS 


CORTLA Nw, 














Carolinas Association Protests 


Unfair Competition 


HE Hardware Association of 

the Carolinas, at its 33rd an- 

nual convention at the Robert 
E. Lee Hotel in Winston-Salem, N. 
C., on June 8 to 10 inclusive, 1937, 
went on record as opposing unfair 
competition allegedly resulting from 
employers’ selling to employees; 
preferential tax treatment of con- 
sumer co-operatives, and retail sell- 
ing by wholesalers. Another resolu- 
tion adopted at the meeting urged 
the North Carolina Department of 
Purchase and Contract to restrict 
bidders to North Carolina concerns 
as far as possible. 

Hal P. Duvall, Jr., Cheraw, S. C., 
was named president, succeeding V. 
R. Holt, of Burlington N. C. Harry 
L. Stewart Clinton, was elected first 
vice-president; G. W. Ballinger, 
Seneca, S. C., second vice-president; 
Max Washburn, Shelby, third vice- 
president, and Arthur R. Craig, 
Charlotte was reelected secretary- 
treasurer. Thomas K. Ruff, Colum- 
bia, S. C., and V. R. Holt, Bur- 
lington, were elected as members of 
the executive committee. 

The executive committee was em- 
powered to select the next meeting 
place, choosing between Myrtle 
Beach and Columbia, S. C. 


200 In Attendance 


The convention was attended by 
about 200 hardware men from va- 
rious sections of North and South 
Carolina. Speakers during the ses- 
sions included Major A. L. Fletcher, 
North Carolina Commissioner of La- 
bor, speaking on unemployment 
compensation; the retiring presi- 
dent, Mr. Holt, making his annual 
address; Secretary Craig, present- 
ing his annual report; Col. Junius 
H. Harden, of Burlington, secretary 
of the National Association of 
Truckers, speaking on “What Does 
the Citizen Expect from His Govern- 
ment?”; Rivers Peterson, editor 
Harpware RertaiLer, Indianapolis, 
Ind., speaking on the Robinson- 
Patman Act and Fair Trade Acts; 
Fred N. Hall, general manager of 
Montgomery & Crawford, Inc., 
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wholesale and_ retail hardware, 
Spartanburg, S. C., on “How to 
Manage a_ Business to Make 
Money”; Melvin E. Olson, sales 
promotion manager, General Elec- 
tric Co., on “Merchandising High 
Lights,” and others. 


The President’s Address 


In his address, Retiring President 
Holt warned business today to “so- 
ber up” and not go on another “jag” 
similar to that hectic period after 
the World War, which led to the 
worst depression in history. He 
pointed out that business in general 
today is within 15 per cent of the 
all time high of 1928, and more 
people are employed in gainful 
occupations than were employed in 
1928, although this country still has 
between seven and eight million or 
more unemployed. He stressed the 
importance of co-operation among 
hardware dealers, particularly in the 
matter of fair advertising. He also 
declared that the association must 
take more interest in politics, it be- 
ing necessary to “play the legisla- 
tive game” in order to guarantee 
their equitable rights under the law. 

Colonel Harden, summing up the 
things expected from the govern- 
ment enumerated: The reduction of 
excessive tax burden, which has 





H. P. DUVAL, JR. 
New President 


ARTHUR R. CRAIG 
Sec.-Treas. 


grown from five cents to 35 cents 
out of each earned dollar; the ces- 
sation of the spending spree; the re- 
duction of the number of people 
now employed by the government 
which has reached the stupendous 
number of 1,103,000; the elimina- 
tion of taxes to support idlers and 
loafers—taxes on small estates that 
have been accumulated by hard 
work, thrift and economy. 

Fred N. Hall emphasized the ac- 
tivities of the association, while Mr. 
Olson discussed store lighting and 
made an inspirational talk on suc- 
cess, emphasizing that a man’s busi- 
ness can be no bigger than the 
man. 

Thomas K. Ruff, of Columbia, S. 
C., past president of the association 
and now district governor of the 
N. R. H. A., pointed out the benefits 
derived from association member- 
ship. 

The annual meeting of the policy- 
holders of the Hardware Mutual 
Fire Insurance Co., was held in con- 
nection with the hardware conven- 
tion. W. W. Watt, of Charlotte, was 
re-elected president of the insurance 
group; E. W. Duvall, of Cheraw, S. 
C., vice-president; Arthur Craige, of 
Charlotte, secretary-treasurer, and 
M. R. Whisnant, of Charlotte, assist- 


(Continued on page 76) 


V. R. HOLT 
Retiring President 
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‘N4N Hoppe’s No. 9 Solvent, 
Cleaning Patches, and 
Lubricating Oil come 

packed in dozens in 

attractive display 
cartons, which 
are furnished 


All Shooters 
Want Hoppe’s No. 9, 
Cleaning Patches and Oil 


GELL a bottle of Hoppe’s No. 9 and a carton of 
Cleaning Patches along with every sale of am- 
munition—for shotguns, rifles, all firearms. Needed 
every day after shooting. 

Hoppe’s No. 9 to remove leading, metal fouling, all 
firing residue. And prevent rust. 

Hoppe’s Cleaning Patches to apply No. 9. Correct 
canton flannel, cut to accurately fit all firearms. 
Seven sizes, each size in dustproof carton. 

Hoppe’s Lubricating Oil, to keep gun actions lim- 
ber and smooth working. Light, penetrating, pure, 
won’t gum. Best, too, for fishing reels, bikes, home 
movie projectors and small electric motors. 

Your Jobber will supply you promptly. Please 
write us for Hoppe’s Gun Cleaning Guides—FREE 
for your customers. 


FRANK A. HOPPE, Ine. 
2314-A North Sth St... Philadelphia, Pa. 











Tl 
when You wank i: 
Are you having trouble getting glass when you want 
it? Are you getting a high quality glass? If not, then we 


suggest that you try Clearlite Quality Glass. Shipments 


made when promised . . . dependable as to quality, 


and graded according to the highest standards. Clear 
vision, brilliant lustre, perfectly flat and easy to cut. 


THERE'S A CLEARLITE JOBBER READY TO SERVE YOU 


EASY ON THE EYES 
FOURCO GLASS CO. 


General Offices: CLARKSBURG, W. VA. 
Branch Sales Offices: New York * Chicago « Ft. Smith, Ark. 


NATION-WIDE DISTRIBUTION 





JULY 1, 1937 




































Chicago Locks 
are easy to sell— 
definite, convincing selling 
points elinch the sale. Double 
aetion locking principle positively orips 
BOTH sides of shackle. pyoe Cam which 
also throws bolt in other = of shackle using our 
patented double locking plug 
ehenge Locks are made in three different sizes for 
. Stock the Chicago line and you'll en- 
joy sastor sales with greater markup. 


2024 N. RACINE AVE. CHICAGO 


















Bores Any Arc 


of a Circle Many 


New Uses 


The Forstner Auger Bit, un- 
like other bits, is guided by its 
circular rim instead of its center, 
consequently it will bore any arc of 
a circle, and can be guided in any 
direction "regardless of grain or knots, 
leaving a true polished surface. Takes 

the place of a chisel, gouge, scroll-saw, or 
lathe tool combined. For core boxes, fine 
and delicate patterns, veneers, screen work, 
scalloping, fancy scroll twist columns, newels, 
ribbon molding and mortising. 


Send for Catalogue. 


The PROGRESSIVE MFG. CO. 


TORRINGTON, CONN. 
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“Great guns! Only a few cans left out of my 
first stock of Galena Motor Oil. That’s what 
I call a fast-moving line!” 

















“First day I had it in, nearly every customer 
asked about it, and a lot of them bought. 
That's because of the swell display and sales 
helps Galena furnishes.” 








[\NA\ x 
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“T'll get good repeat business, too, for I’ve 
heard nothing but praise for Galena. It’s the 
kind of a line that draws ’em in—and keeps 
them coming back for more.” 


@ Galena—with its sales plan that works— 
is making money for hardware dealers all 
over the country. Ask your jobber’s sales- 
man about Galena profits—or write direct. 
Galena Oil Corporation, 404 Butler St., Cincinnati, Ohio 


GALENA 


100% PENNSYLVANIA MOTOR OIL 
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Carolinas Convention Report 


(Continued from page 74) 


ant secretary-treasurer, all re-elect- 
ed. Directors re-elected for a term 
of three years were M. Bonnoitt, of 
Darlington, S. C.; J. T. Griffith, of 
Monroe, and J. M. Anderson, of Co- 
lumbia, S. C. 

In connection with the insurance 
meeting, but speaking to a general 
session, Sherwood Brockwell, of the 
State Insurance Dept., Raleigh, N. 
C., declared that fire is still Public 
Enemy No. 1. He listed causes of 
fires and heavy losses, despite first 
class fire fighters and equipment, as 


due to scrap heap basements, attics 
and closets, littered with inflamma- 
ble tinder and to the failure of busi- 
ness establishments to take ordinary 
precautions. 

Entertainment included a_ skeet 
shoot, buffet supper, floor show and 
dance, and a banquet. The host at 
the banquet was the Brown-Rogers- 
Dixon Co., wholesale and retail 
hardware firm of Winston-Salem. 
The ladies enjoyed a tour of the 
city and a tea and musical program 
at the Twin-City Country Club. 





Executives of the Hardware Association of the Carolinas, at breakfast in Winston-Salem, 

N. C., during the annual convention held there June 15, 16 and 17. They are, as duly 

elected to serve for the coming year, left to right: Arthur R. Craig, secretary-treasurer, 

Charlotte, N. C.; V. R. Holt, retiring president, member of executive committee, Burling- 

ton, N. C.; H. L. Stewart, first vice-president, Clinton, N. C.; T. K. Ruff, district governor 

and member executive committee, Columbia, S. C.; H. P. Duvall, president, Cheraw, S. C.; 
Graves J. Smith, past president, Goldsboro, N. C. 


Mississippi Convention Report 


(Continued from page 54) 


dent; J. R. Hill, New Albany, sec- 
ond vice-president and John F. Jen- 
nings, Jackson, re-elected secretary- 
treasurer. 

District governors are: Fonda C. 
Rowland, Charleston; J. E. Hill, 
Houston; J. W. ,Dees, Hazelhurst; 
H. R. Guthrie, Port Gibson; George 
E. Payne, DeKalb; H. T. Bass, 
Brookhaven; Frank Matthews, Hat- 
tiesburg; J. C. Hollis, Mathison’; 
and J. R. Hill, New Albany. 

An elaborate program of enter- 
tainment was provided for conven- 
tion delegates. The events included 


golf, fishing, swimming, a yachting 
party and other features, including 
two banquets, followed by dances. 

On the opening day of the conven- 
tion, delegates were welcomed by 
Mayor Louis Braun, of Biloxi. Ralph 
Carney, sales manager, Coleman 
Lamp & Stove Co., Wichita, Kan., 
was the only speaker at the banquet 
held the night preceding the first 
business session. His subject was “A 
Lesson In Selling.” 

The convention will return to the 
Mississippi Coast next year at a meet- 
ing place to be decided upon later. 





Types of Valves and Cocks 


The common types of valves 
are straight-way or gate, globe 
and angle. Globe valves offer 
more resistance to the flow of any 
fluid than do gate valves. The 
modern type of cock is one made 
with iron body and brass, in- 
verted plug. The plug has a 


spring at the bottom constantly 
pressing the plug against the seat. 
This form of cock is generally 
tested to 250-lb. cold water pres- 
sure and 125-lb. compressed air 
pressure under water and are rec- 
ommended for 125-lb. working 
pressure. 
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THE CORBIN SCREW CORPORATION 
THE AMERICAN HARDWARE CORPORATION, SUCCESSOR 
NEW BRITAIN, CONN. 


Warehouses: New York * Chicago °* Philadelphia 















The SIGN of SECURITY 
in DEALER PROFITS 
and CUSTOMER 
SATISFACTION 


Makers of fine Padlocks, Night 
Latches, Door Closers, Key Blanks 
wand Key Cutting Machines. 


INDEPENDENT 


The Symbol LOCK COMPANY 


of —_— Fitchburg, Mass., U. S. A. 
Protection Rene Et ee 
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HOW TO BETTER 


YOUR ROOFING SERVICE 


Make Sure That Any Roofing You 
Supply Has a Top-Coating of STA-SO 


STA-SO is a crushed hard-slate material used as a top-coating 
by many leading manufacturers of roofing because it perma- 
nently resists sun, weather, fire and age. 


Solid, Crushed-Slate Protection 


STA-SO surfacing consistsof non-porous, non-fading, slate par- 
ticles imbedded and overlapping to make a top layer that solidly 
seals the roofing surface and defies the elements. Sunproof 
and waterproof, it comes in many colors and they never fade. 
STA-SO, on roofing, carries no brand name or label. To 
make sure that any roofing you handle is surfaced with STA-SO 
write us for information. Remember always this vital fact: 


No Roofing Is Better than Its SURFACE 
CENTRAL COMMERCIAL CO., CHICAGO 











You CAN ALWAYS SAFELY RECOMMEND 
ANY ROOFING SURFACED WITH 


° STA-SO"3@ ° 





This New *40,000 Glidden IW, foretbled| 


SLi; Wore Fain / 


® Glidden... whose aggressive 
dealer promotion policy has been 





confidenceall questionsonColor 
Treatment... and prove to cus- 





Is the Indispensable Companion of Explorers 
- and 
Invaluable to Campers 


Burns Safe Kerosene 


Smokeless—Reliable—Safe 


Your customers are demanding a safer 
stove—Satisfy that demand by recom- 
mending Primus, which means easy 
sales and good profits. 





Send for Complete Catalog 


Sandvik Saw & Tool Corporation 


47 Warren Street 740 North Washington Ave. 
New York, N. Y. Minneapolis, Minn. 
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famous for nearly 70 years... 
now offers the greatest retail 
paint sales maker of all time! 
The new Glidden “Age of Color” 
Manual contains 114 pages of 
Paint Selling Ideas. It enables 
you to sell Color for all types of 
home exteriors; Color for all 
types of home interiors; Color 
for schools, hospitals, stores; 
Color for apartments, hotels, 
offices. It enables any paint 
dealer to answer with perfect 


tomers that his counsel is sound, 
in good taste, and in accord with 
modern decorating trends. 
The ‘‘Age of Color’’ Manual is just 
one item in the great 1937 Glidden 
Advertising and Merchandising 
Proposition — the most complete 
sales-making plan. ever offered to 
aint dealers. For details of compre- 
Coen Glidden proposition write 
immediately to Department M-1! 


THE GLIDDEN COMPANY 


National Headquarters ¢ Cleveland, 0. 
Factories or Branches in Principal Cities 


CLIDDEN PAINTS 


fwerwhere on Sverything * 


GLIDDEN PRODUCTS NOW CARRY THE FAMOUS ‘TIME-TESTED’ MARK OF QUALITY 
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“BEST 
SELLERS”’ 


AMONG KITCHEN SPECIALTIES 
Say Merchants Everywhere 











Good Housckeepin 
So, ° Instit tute ry 
wary 





DAZEY De Luxe 


Formerly Speedo 





The King of all can openers. Guaranteed 
5 years; built to last a lifetime. Cutter 
and feed wheel machined from _ super- 
hardened carbon steel, not stamped from 
soft metal. All other parts cadmium plated 
to resist rust. A real bargain @ $1.79 
RETAIL.* 


DAZEY SENIOR 


if A close second in every 

ammees respect to the DAZEY 

KO)’ De Luxe can opener. Per- 

fect workmanship, mate- 

rials and pertormance guaranteed. An out- 
standing value @ $1.49 RETAIL.* 






DAZEY 
SPEEDO 


° s 
Super-Juicer 
Without a peer 
— hand oper- “ 
ated fruit juicers for ap- 
pearance and _ efficiency. 
Gets all the juice from 
oranges, lemons and 
grapefruit with minimum 
effort. Easy to — Automatically 
strains out seeds and pith. An exceptional 
value @ $1.89 RETAIL 


DAZEY SHARPIT 


Patented 
twin wheels 
make skill 
unneces- 
sary for 
sharpening 
all kinds of 
cutlery—anything that cuts. Magic groove 
keeps proper sharpening angle indefinitely. 
Moves fast anywhere $1.58 RETAIL.* 


DAZEY 
JUNIOR 


The ace value of 
them all among low priced can openers. 
Lighter construction than DAZE De- 
Luxe or Senior, but amazingly durable 
and efficient. Sensational Seller @ 78c 
RETAIL.* 

*MINIMUM RETAIL PRICES 

SLIGHTLY HIGHER WEST 


OF ROCKY MOUNTAINS 


Distributed Through Jobbers 
Only 











DAZEY CHURN & MFG. CO., "ne! St: Louis, Missouri 











It’s no accident that LUFKIN Pre- 
cision Tools are so easy to sell to 
experienced mechanics and smart 
purchasing agents. There are over 
fifty years experience behind every 
LUFKIN Tool, there’s a good profit 


in every sale. 

LUFKIN Tools give accurate read- 
ings quickly and clearly. They stand 
up on the job year after year. 


Make certain you have a good assort, 
ment in stock. Write for catalog No.12 





SAGINAW, MICHIGAN 
New York City 


PRECISION TOOLS e TAPES ¢ RULES 





PRECIOION TO0L2 


that ring cath registers 
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Sound of the Hammer 


(Continued from page 46) 


were no hard pavements and on 
account of the mud the gentlemen 
of the house all wore boots. What 
a relief it must have been in those 
days to sit on the side of the bed, 
insert the bootjack around the 
heel, put the other foot in a sup- 
porting position, and then pull 
the boot off. Like the singing of 
the birds in the morning makes 
the beginning of a perfect day, the 
insertion of the bootjack must 
have made the end of a perfect 
day. 

My morning papers are full of 
all kinds of troubles, strikes, wars, 
executions, kidnappings, murders, 
etc. But nevertheless and _not- 
withstanding, the roads are filled 


with bright new motor cars carry- 


ing young people and old people 
to the mountains, woods, sea- 
shore, and country clubs, with 
their golf clubs, tennis rackets, 
fishing tackle, etc. As we drive 
through the country over the hills 
we see the golfers traveling in 
groups. Now and then comes a car 
with almost all the household fur- 
niture, cots and bedding strapped 
on the back and sides. Now and 
then we see a car with a trailer 
attached. America and the out-of- 
doors. People escaping from 
strife, to the joys of the moun- 
tains, woods- and the sea. When 
one looks upon such scenes it 
seems a long, long way to war- 
torn Spain. Russia and her secret 
executions with all of the atten- 
dant misery, seems to be in an- 
other world. Industrial civil war, 
unemployment, taxation to the 
point of confiscation, politicians 
thinking only of the political game 
and votes, statesmen who seem to 
have lost the art of writing any 
law so the law itself has any 
meaning, seem unreal and far 
away on this June day out on the 
links and under the trees. 


There is so much in the world 
to live for. So much beauty, so 
much of interest, so little that is 
actually necessary to enjoy life, 
that one cannot but feel pity for 
those who allow greed, ambition 
and selfishness to destroy their 
appreciation of the best things of 
life. 
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— Alloy saat made to 4 
‘ penis specifications—_ = 
Through the old craftsman 
; siuisdds of individual manufac- 
~ turing and individual heat treat- 
Me ae 
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To the final steps of rigid in- 


_ spection and testing, each pair of © 
pliers that carries the Klein trade- | 
mark represents the maximum in | 
‘plier quality. 
Klein methods viewed in “the 
light of modern mass production 
"are necessarily more costly. 


On the other hand, for a man 


who demands a plier of cage 


quality there is no way to pro: 
_ duce it ais the Klein wars. # 











Parking Meters 


(Continued from page 32) 


because they can save time. These 
meters give the city a revenue 
that can be used to provide better 
police protection.” Still another 
dealer, who originally disap- 
proved of the plan, and registered 
his protest with other merchants, 
now favors the use of these meters 
although he does not believe their 
use has affected traffic in his dis- 
trict. 

“We find the meters are very 
helpful,” states another Dallas 
hardwareman. “Few object to 
paying 5 cents for parking as 
parking space is now available 
most of the time. Heretofore cars 
parked continuously, one car often 
being parked at the same point 
for a full day. We have favored 
the plan all along and are well 
pleased with it.” Another com- 
pany favored the plan, before its 
adoption and still considers it an 
advantageous one, although none 
of the meters are in use on the 
street on which it is located. 


The legality of the use of park- 
ing meters has been questioned, in 
some sections, as has the use of 
the funds, so collected, for po- 
licing purposes. The time for a 
hardwareman to indicate that he 
favors or does not favor the in- 
stallation of such equipment in 
his community—either on his own 
or some other street—is the mo- 
ment the idea is first proposed by 
municipal authorities. 

There can be no doubt that the 
average hardware store, located 
on a street where meters are in- 
stalled, is bound to feel the effects 
of such curtailment of parking— 
whether to the store’s advantage 
or disadvantage will depend on 
the shopping habits of motorists 
parking nearby. When officials of 
a community first propose regu- 
lation of parking, by the use of 
parking meters, the wise hard- 
wareman will study the buying 
habits of those who park their 
cars near his store for long pe- 
riods of time. Only after such a 
study has been made should a 
dealer register his approval or 
indicate his disapproval of a plan 
to use parking meters. 








Standard 
ELECTRIC 
RANGES 


Quality «+ Variety 
Domestic *« Commercial 


The oldest name in electric cookery. 
Ranges may have open EED- 
HEET or enclosed KALMAX burners, 
no extra charge. Large one-piece 
ovens. Full automatic features. Stan- 
dard . . . the pioneer in modern 
cookery. 














No. 1536 
“Lady 


Vanitee’ 


An advanced 
design. Sturdy 
and brilliantly 
beautiful. 
Graces any 
kitchen and a 
price so low it 
will surprise 
you. 





No. 1444 


44 


Sturdy con- 
struction with 
one-piece top 
and back rail. 
Full capacity. 
A wonderful 
addition to 
the modern 
kitchen. 





No. 818 
“M aitre” 


A low - priced, 
heavy - duty range 
for the tea-room, 
wayside stand. 
Choice of five dif- 
ferent combina- 
tions of cooking 
tops. Bulletin A263 
describes it. 





@ STANDARD-COMMERCIAL 
CREDIT PAYMENT PLAN in- 
creases your volume of sales 
and profits. 


@ Also complete dealer floor 
plan. 


THE STANDARD ELECTRIC 
STOVE CO... . TOLEDO, O. 


gonna MAIL THE COUPON --~--: 
1 

§ The Standard Electric Stove Co., ; 
I Toledo, O. 1 
j Please send me complete information and ! 
{ catalogue. ' 
1 a7! 
1 














you can sell 


him this 


ULF Penetrating Oil unsticks 

toilet plungers, silences 
creaking hinges, loosens rusty 
nuts, de-squeaks cars. 

And it’s the best graphite pene- 
trating oil sold in handy house- 
hold cans. A whale of a market— 
all gravy. Mark-up is swell. Cash 
outlay, low. Two-ounce cans 
retail for 10c; half-pint cans retail 
for 25c. One dozen cans start a 
department. 

Advertised in Collier’s! For 
more facts, write 
Gulf Petroleum ee 
Specialties, Pitts- 4 
burgh, Penna. 


GULF & 
PENETRATING OIL 
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ENTHUSIASM 


By P. N. CASE 
President, Blair Mfg. Co., Springfield, Mass. 


NTHUSIASM is more than 

optimism; it is optimism with 
a punch; it is that intangible some- 
thing in a person which spurs him 
rapturously on to endless accom- 
plishment. Some people are nat- 
urally enthusiastic; others must in 
large measure acquire it. In either 
case enthusiasm is a precious thing; 
something not to be squandered, but 
wisely directed, that the capacity 
for it may be preserved for useful 
accomplishment and the mutual wel- 
fare and happiness of the individual 
and mankind. 

Just as a fire requires fuel to 
make it burn, so enthusiasm needs 
incentive to make it flourish, and 
that incentive is opportunity. People 
are sometimes deluded into imagin- 
ing that the opportunities of yester- 
day do not exist today. Some peo- 
ple always have imagined that, and 
some people always will. They sim- 
ply lack the enthusiasm to perceive 
the opportunities. The only differ- 
ence in the way of incentive between 
the “good old times” and now is 
that the potential opportunities of 
1937 far exceed those of the days 
when grandfather thawed out the 
pump and churned the cream into 
cheese—or was it butter? To all 
practical purposes that which isn’t 
seen or felt doesn’t exist and never 
will; so it’s up to the individual to 
elect whether he ,is going through 
life flat-footed and asleep or whether 
he will be alive and discover op- 
portunity with enthusiasm. 

The salesman who takes his time 
about starting out in the morning; 
who is reconciled to failure to yet 
an order even before he is face to 
face with the prospective customer, 
who after an unsuccessful interview 
considers that in having made the 
call he has done his duty, who re- 
flects that an order lost does not 
affect his salary is just the bird 
who wonders why the boss doesn’t 
give him a raise. He hasn’t the 
sense to perceive that the only raise 
he rates is one in the seat of the 
pants; that in order to get an in- 
crease in salary it is up to him to 
take the initiative and earn it by a 
display of enthusiasm for his work 
which will make him worth more to 
his employer. After a few years of 





toil, such a man will probably he 
found lined up in the chorus of 
those who chant, “I never had a 
chance.” 

That's the reverse side of the jiic- 
ture. On the bright side, we have 





P. N. CASE 


the fellow who starts out early in 
the morning and starts a whistling. 
He is on his toes from the crack of 
the gun and when he makes a difli- 
cult sale he is happier over it than 
the boss. He keeps an alert eye on 
his customers’ requirements and all 
the while he is scheming how the 
use of the product which he sells 
can be made profitable to new cus- 
tomers. Work to him is not toil; 
it’s a pleasure, because he is an en- 
thusiast. He will automatically reap 
a double reward consisting of more 
pay and more happiness. 

Essential as it is to provide suffic- 
ient means to insure for ones self 
and family permanent comfort and 
security, and gratifying though it 
undoubtedly is to be able to ac- 
cumulate sufficient surplus with 
which to obtain whatever luxuries 
one may desire, this is by no means 
the whole problem. Given the or- 
dinary necessities and comforts of 
life, the most essential thing is hap- 
piness. Money will not buy happi- 
ness, because happiness is primarily 
a condition of mind. Enthusiasm is 
conducive to happiness and for that 
reason alone it is worth while to 
cultivate enthusiasm. It is equally 
important to retain the capacity for 
enthusiasm and one might wisely 
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Quality Tools Since 1856 





Sell MAYHEW 
Sturdy BIT EXTENSIONS 





Chisels 
Punches 
Nail Sets 
Rules 
Serewdrivers 
Mayhew Steel Products, inc. 
Shelburne Falls, Mass. 
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Simply yet strongly constructed, MAYHEW BIT EXTENSIONS are designed to 
provide a solid connection between the Bit and the shaft of the extension. No 
“jaws,” no springs, no excessive parts to get out of order. Two screws on the 
chuck give maximum strength. Will follow a %” hole. 
12” 5” 18” 21” 24” 20” 36” 
$1.95 #2. 15 $2.25 $2.45 2.60 82.80 $3.00 
Full Dealer Discounts 
Order from your Jobber’s Salesman Today 
FOREIGN OFFICES: 1332 William Street, Montreal, Canada; 15 Mallow St., Old Street, London, 
E.C. |, England. 
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Indoor Lighting Equipment ASP Se | a iY JB Pe 
Wy, “Tin” shades are 
S0HSF CO] used in shops, || MEANS DUST IN THE HOME 





SS | 
Tins farm - houses, } Thousands of women have put an end to 
this nuisance and constant drudgery with 

barns, stables, and all MetaLane Weather and Dust Strips. Made 
| in bright silver color, will not oxidize, cor- 

places where good but in- rode or turn black. Furnished in cartons 


expensive light is needed. complete. Write for complete information, 

















“Tin” shades are made of Armco Ingot Iron, | | MONARCH METAL 
sprayed a brilliant white enamel inside, and SUN- WEATHERSTRIP CORP. 
GLO green outside. Every hardware dealer car- | | “i. 
ries them in stock. >) 
Send for Folder and Prices. | THESE SALES HELPS 
KORAL MANUFACTURING COMPANY | FREE 
151 CHAMBERS STREET NEW YORK CITY WITH A $70 ORDER 




















‘| Extra lm Profits 


— with this Fast-Selling 
Display on your Counter. 






A Practical Wrench me 
For Nut and Pipe Work Bienlgy 
A man may not serve two masters, but this ; 
new B. & C. Combination Wrench will han- 


Every household needs 
Justrite Push Clips... 
to keep lamp cords and 


dle either pipe or nut work equally well. a tte ad place, 
Does away with employing two separate ors to match cords or 
wrenches, Head, Bar and Shank one-piece ee ee 
steel forging. Exceptional strength. Holds cord tight, easy 

to remove, does not 





parts interchangeable. 5 sizes: 8 to 18 ins. 
Good sellers. 


mar walls or woodwork. 


No. 17 PUSH-CLIP DIS- 
PLAY (% gross cards): 
9 cards Ivory, 3 cards 
White, 9 cards Old Gold, 
6 cards Dark Red, 6 
cards Dark Brown, 3 


“ie Ask Your Jobber | 
Bar(; BEMIS & CALL CO. | 


» cards Green, 
MARK . 
Springfield, Mass. JUSTRITE MANUFACTURING CO. 
} 2073 Southport Avenue Chicago, Illinois 























Looking for a Hardware Store? 


THE place to find it is under the heading of Business Opportuni- 
ties in the Classified Opportunities Section of this paper. 


By watching the for-sale ads you'll be reasonably sure to secure a good pay- 
ing business at a fair price or, better still, let the trade know the kind of a 
store you are looking for. 


Classified Opportunities Dept. 


HARDWARE AGE $239 West 39th St., New York City 
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add to his string of mottoes—“Once 
an enthusiast, always an enthusi- 
ast.” 

We hear of the “promise of 
youth” and the “Disillusionment of 
old age.” Why? Evidently it is not 
due to external reasons. It must be 
a change in one’s self in one’s atti- 
tude toward life. The chances are 
that those who become disillusioned 
never were enthusiastic about any- 
thing, with the result that the nega- 
tive virtue develops as the years roll 
by until eventually they become like 
the fruit on the sour apple tree. 
Such people probably belong in the 
category of the fellow who never 


had a chance. What enthusiasm 
they ever had was probably forced 
on them by new things rather than 
being a product of their own per- 
sonalities. One becomes surfeited 
with artificial thrills just as one 
would react less and less to the 
stimulating effect of narcotics were 
he to indulge. The effect does not 
endure. The real thing is a product 
of one’s mental attitude. You can 
strip a person of material things 
which are external, but his thoughts, 
ideals and spirit are his as long as 
he chooses to retain them; they are 
as free as the air one breathes, so 
why not be an enthusiast. 
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"| THOUGHT | WAS LOADED" 
FOR THE SUMMER BUT IM 
OUT OF FLYded ALREADY” 


*)\VE HEARD THAT THREE TIMES 
THIS MORNING~ALMOST EVERYONE, 
ON MY ROUTE HAS REORDERED 


It’s not an Accident that makes F4ypea 
eee ee) 


QU expect the world’slargest manufacturer of 
Insect Sprays to have the chemical knowledge 

and the facilities needed to make their FLYded 
the best and strongest of all sprays. And it’s equally natural 
that such a spray would be the biggest seller—especially 
at their low prices. This popularity and fast turnover make 
FLYded a mighty profitable item for the dealer. This year 
National Advertising will reach over 20 million readers. 
Abe. st Order FLYded from your jobber and 
Bigg® cash in on the increased sales that are 

S p 14:)/ bound to follow this advertising. 


voy 
a 








Full pint can at 25¢— 
Six ounces for 10¢ 


Made by the makers of ANTded — 
BUGded—FLEAded—MOTHded and 
the famous line of AERo Products. 
Midway Chemical Co., Chicago, iil. 


Retire at Fifty? 


(Continued from page 33) 


which the prizes go to the fit and 
the alert. 

Business offers gray days and 
years, headaches, tears and humil- 
iation, but so does every other 
form of competition. What do 
those who seek to escape from 
business get? Rain, cold, heat, 
mosquitoes, horrible food, and 
failure of the fish to bite are the 
usual grief encountered when you 
rough it. Miserable cots, poor ven- 
tilation, inclement weather, bad 
cooking, crowded beaches, and 
dull people are the common re- 
ward of taking the family to a 
resort. Seasickness, dog kennels 
for cabins, insufferable table and 
deck companions, heavy drinking, 
and rows with your wife are the 
memories that you bring back 
from an ocean cruise. Mean ho- 
tels, early rising, dog-weariness, 
nervous insomnia, billboards, hot- 
dog stands, and stretches of flat 
country at eighty miles an hour 
are the reward for a holiday de- 
voted to a cross-country tour. 
Servant problems, shopping prob- 
lems, boat problems, bait prob- 
lems, bed problems, guest prob- 
lems, and liquor problems are 
your harvest if you are sap 
enough to take a cottage or an 
estate where you can enjoy pri- 
vacy. 

I say a man has to do all these 
things occasionally in order to 
satisfy the members of his family 
and keep up with the capers of 
the neighbors and the members 
of the social group in which he 
moves. But no one can convince 
me that such exasperating and ex- 
pensive nonsense serves any pur- 
pose other than to make earning 
a living and normal home life 
seem the pleasantest part of exis- 
tence. 

I know whereof I speak because 
I have gone north, east, west, 
south, and abroad, using all forms 
of conveyance, for periods of from 
one week to three months. I have 
owned and still own two summer 
places, one a farm and the other 
a lake frontage. I have fished 
the seas and the lakes and swum 
in both, and I’d rather work. 

My philosophy is that after a 
man gets into the forties, partic- 
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“GOING PLACES 
IN A BIG WAY” 


Introducing a remarkable advance 
in the development of protective 
finish for 


SADDLERY 
HARDWARE 


Eberite excels all previous fin- 
ishes in its resistance to rust, wear 
and weather. It plates evenly and 
covers fully. It is fused to the base 
metal and will not crack or chip, 
This amazing new finish of endur- 
ing beauty is an Exclusive Feature 
of The Eberhard Manufacturing 
Company's Saddlery Hardware. 


Write for special folder to 


The 


EBERHARD 


Manufacturing Co. 
Cleveland, Ohio. 














“ROTABIN” 
ROTATING NAIL BINS 





No. 445 WITH SCALES 
(Upright type) 


Are your customers satisfied? 
Do they get real service? 


Everyone that enters your establish- 
ment is a user of nails. Instailing 
“ROTABIN” will assist you in secur- 
ing profitable business. ‘“ROTABIN’”’ 
affords open display, economy of space, 
convenience, accessibility, saving of 
time, steps, nails and money. Enables 
you to give splendid service, speed up 
sales on nails and suggests other large 
profit items. “ROTABIN” has many 
exclusive features, offers splendid ad- 
vantages and opportunities. Send for 
Folder. 


THE FRICK-GALLAGHER MFG. CO. 
WELLSTON OHIO 
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ularly the late forties, he doesn’t 
have to run his job or his busi- 
ness for every cent there is in it. 
At least, not every man does, and 
certainly not those men to whom 
this article can be of any interest. 
So, I wonder, why do not these 
men slow down on the job, take 
longer lunch hours, fewer long 
vacations, and shorten their work- 
ing day? 

I once wrote that I would rather 
have time for a leisurely break- 
fast with a morning newspaper, a 
pot of black coffee, and a cigar 
than own a yacht. I’d rather have 
two hours daily for a leisurely 
lunch with good companions at a 
club than enjoy a life-long pen- 
sion. I’d rather go to bed at 10 
o’clock because I have to get up 
early for something important 
than stay up till 4 a. m. because I 
wouldn’t know what to do with 
the morning if I went to bed 
earlier. 

Believe it or not, thousands of 
men are followers of the philoso- 
phy I have outlined here. The 
smaller towns are full of them 
and a generous quota can be 
found in the larger cities. Most 
of them are lucky in having wives 
who are manageable, because it 
is the women who lead the men 
into most of their troubles. I pity 
the poor devil who lets his wife 
persuade him that they ought to 
buy a trailer and get away from 
it all. Better that the husband 
hire the worthless brother-in-law 
to take his wife away in the trailer, 
with the promise that he will join 
them during his holiday in sum- 
mer. 

We have made a costly mistake 
in this country by building up the 
ideal that everybody is entitled to 
a period of ten to twenty years of 
concentrated loafing. Who wants 
to be a loafer and who wants to 
spend his time with loafers? The 
fun of life is to be doing some- 
thing that everyone recognizes has 
some meaning, and that means 
business. Older men who enjoy 
golf don’t quit the game because 
the youngsters beat them. They 
accept a higher handicap grace- 
fully. Business offers the same 
opportunity for lifetime enjoy- 
ment. To dedicate one’s life to 
having a good time is one way to 
have a rotten time. 
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SIZE- 
MARKED 


SIMPLEX 
Pump LEATHERS 


Consumers look for the size- 
markings on pump leathers to 
prevent mistakes and avoid de- 
lay. You will please your custom- 
ers and save time and worry 
with Simplex size-marked pump 
leathers. Available in two brands 
—LONG WEAR and STANDARD. 


Ask your jobber or write us for prices. 


SIMPLEX Mra. Co. 
Auburn N. Y. 





83 





SUPERIOR BRACE 
SCREW-DRIVER BITS 
NO. 40 


Ci oe) 


Made of Special Tool Steel, Drop Forged, 
with Concave Points, accurately sized, Fit 
screw slots perfectly. Sizes No. 0, 4% in., 
No. 1, 5/16 in., No. 2, % in., No. 3, 4 in., 
No. 4, % in. Packed 1 dozen of size or as- 
sorted. Save labor and time over hand 
screw driver. 


CONN. VALLEY BRACE 


SCREW-DRIVER BITS 
A High Grade Inexpensive Tool. Furnished 
assorted—1 doz. in a box. Same high qual- 
ity as all Conn. Valley Tools which have 


completely satisfied users for over half a 
century. 











Send for Complete Catalog 


Pox VAL cog 


The Connecticut Valley Mfg. Co. 


Centerbrook, Conn. 


DENISTON 


Incorporated 1874 
















‘Lead Seal” NAILS 


Get samples of this remarkable roofing nail 
which makes any kind of roofing give better service 
Smart dealers everywhere sell it as a profit-maker 
and good will builder. Note the famous ‘‘Lead 
Beal’’—the lead under the head and down the 
shank actually plugs the nail hole with lead! .. . 
Ask your jobber or write us for samples and dem- 
onstrator blocks. 


The DENISTON Company 
4840 S$ Western Ave. CHICAGO, ILL 








DASCO 


NIPPERS— 
OUTSTANDING 


QUALITY 











ASK 

YOUR 

JOBBER— 
DAMASCUS STEEL 


PROD. CORP. 
ROCKFORD, ILL. 








GET THIS 


New, Useful 


CATALOG 
of 


TOOLS 


Good To Look At 
Profitable to Use 


SEND POSTAL TODAY 
LANDON P. SMITH, INC. 
130 COIT ST., IRVINGTON, N. J. 




















Who Buy Ranges 


(Continued from page 50) 


sales, for 77.4 per cent of the 
people questioned had made their 
purchases on the basis of friends’ 
experience. Magazine articles had 
influenced 12.5 per cent, demon- 
strations 12.0 per cent, cooking 
schools 11.7 per cent and home 
solicitations 11.5 per cent. (Some 
women mentioned more than one 
factor, which accounts for the 
figures adding up to more than 
100 per cent.) 


WHY WAS AN ELECTRIC 
RANGE CHOSEN? 


After these women became in- 
terested in electric ranges, they 
were influenced to make the actual 
purchase by four factors. The 
most telling one was cleanliness, 
which was the reason given by 
77.4 per cent. Economy of oper- 
ation ran second with 26.1 per 
cent, followed by “easier to use” 
with 25.6 per cent and “better 
cooking results” with 20.6 per 
cent. There was no other factor 
of importance. Coolness, safety, 
etc., apparently were of no spe- 
cial importance in making up 
these women’s minds. A 
check on the results found here 


was made by interviewing retail 


cross 


salesmen, with results that appear 
in the next paragraph. 


SALESMEN FIND THESE 
APPEALS STRONGEST 


Again the factor of cleanliness 
led by a wide margin, getting 74 
per cent. Convenience scored 41 
per cent (higher than given by 
users), economy 20 per cent, and 
“better cooking results” 10 per 
cent. Again, no other factor than 
these four was given. 

It would appear, therefore, that 
range salesmen may, with confi- 
dence, build their whole selling 
theme around these points; that 
they may consider the medium 
income homes their most produc- 
tive field for sales, and that the 
experienced housewife who knows 
what cooking for a family means 
in the way of a job is a better 
prospect than the beginner. 


| 





ROCHESTER ADJUSTABLE 
SASH BALANCES 
A product of Guar- 
anteed quality. Real 
profit in handling 
them. 
Write for prices. 





Rechester Sash Balance Co., Inc. 
Rochester, N. Y. 








STEEL MORTAR HODS 
No dripping onto 
" the user’s back. 


Made entirely of 
stee) with wooden 
shoulder saddle 
and handle. 
Edges are heav- 
ily reinforced. 
The fork: is 
pressed from 
heavy gauge 
steel. 





Write fer prices. 
The Cleveland Wire Spring Co. 
8th St. and Hamilton Ave. 








& *< Cleveland, Ohio * = 














BELT LACINGS 


STEELGRIP is a stronger lacing for 
all power and conveyor belts. 
Clinches smoothly into belt, 
compress ses | ends, prevents 
fraying, 2-piece hinged 
rocker pins. 8 sizes. In 
boxes or long lengths. 
Write for Cireular 










WIREGRIP comes on proc- 
essed cards that prevent 
waste every Pes ‘— 
used. Protects fingers 

plied with a WIREGRIP Lacer or any other Standard Belt 
ree Machine. 
ARMSTRONG -BRAY SF co. 

“ Sake Belt Lacing People 

304 N. Sheldon St. Chicago, U.S.A. 








Make the Small Items Pay Big 
Profits. Stock up now with 


HINDLEY WIRE GOODS 
ee 


COTTER PINS - WIRE SPECIALTIES 
BRIGHT WIRE GOODS - EYE BOLTS 


Sold Only enon Regular Hardware 
Trade Channels. 


° -, 60 JOHN ST. 
HINDLEY MVALLEY FALLS. R. |. 








Hf you’ re 
Looking for 
THE CLASSIFIED 
OPPORTUNITIES 
SECTION 
TURN TO 
PAGE 88 
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COBURN- 


DOOR HANGERS and TI and TRACK 


For nearly 50 years Coburn Door Hangers 
and Track have withstood the test of 
time. Coburn, the original enclosed sliding 
door track, is today recognized as the most 
satisfactory in design and construction for all 
commercial, industrial and residential purposes. 
Ask about our distributor plan. 

Since 1888 Coburn Products Have Been 

Dependable 


COBURN TROLLEY TRACK CO. 
50 CANAL ST. HOLYOKE, MASS. 




























HOG WATERER 





NEW DAISY WATERERS 


Ca HOG and POULTRY 


Cool Water in Summer 

Warm Water in Winter 

Saves Feed—Saves Labor 
BEST FOR 35 YEARS 


Five different models to meet all 
conditions. No pressure valve to 
attach to barrel or tank. High 
pressure valve for pipe line. Ideal for 
water system. Furnish the hogs and 
chickens fresh water constantly. 

A HEATER ATTACHMENT 

FOR EACH MODEL 

The Daisy line increases sales. Guar- 
anteed by all jobbers—write us for full 
descriptions. 
MADE ONLY BY 










Heater Attachment 











Small? 
BUT 





GOODELL-PRATT COMPANY 


IMPORTANT 


Only 30 cents each—but one of the fastest selling tools we 


make. It’s a remarkably handy little tool, with endless uses. 
Gets into corners where other saws cannot be used. 


Attractive red and black enamel handle; light and fits the grip; 
good quality saw; flexible back to minimize breakage. 


Each No. 237 saw mounted on a two-color card. 


MILLERS FALLS COMPANY, Greenfield, Mass. 





GREATEST ALUMINUM PAINT VALUE 


ever offered the Trade! 











Two compartment ¥ 
cans with Aluminum 
Paste or Powder 
and the finest Ex- 
terior Spar Varnish 
Bronzing Liquid. 
Ready Mixed Alu- 
minum Paint made 
with Aluminum 
Paste. The most 
perfectly balanced 
Ready Mixed Alu- 
minum Paint that will not tarnish or con- 
geal in the can. 





Order from your jobber. Jobbers: Write! 


SHEFFIELD BRONZE POWDER & STENCIL CO. 
3000 Woodhill Road @ Cleveland, Ohio 








“ALL STAR” Sales Leaders 





Make these famous 
Heel Plates your 
“ALL STAR” sales 
leaders in the Boot 
and Shoe Supply 
Line. 


They fit the shoe 
perfectly and do 
not slip on hard 
pavements. 





STAR Heel Plates Win Trade 


and keep customers REPEATING for more heel plates when 
9 popular sizes to fit all sizes of shoes. 14 gross 
Send for Samples and Prices. 


needed. 
pairs in box. 





. STAR HEEL PLATE CO. * 
Newark N. J. 








Stack and Profit with 


“G & B” QUALITY Products 


POULTRY NETTING 
STRAITLINE FENCING 
GALVANIZED HARDWARE CLOTH 


SCREEN WIRE CLOTH: 
“PEARL” 

“ACME” ELECTRO GALVANIZED 
PAINTED BLACK 
COPPER 
BRIGHT and ROMAN BRONZE 


The Gilbert & Bennett Mfg. Co. 


Hstablished 1818. America’s Oldest Woven Wire Factory-Manufacturere 
WIRE CLOTH, NETTING and FENCING 
Galvanized Steel Wire Cloth in all Meshes and Gauges 


New York City Georgetown, Conn. Blue Island, A Kansas City, Mo. 
San Francisco 


WIRE 
 OFered 


GéB 


QUALITY 


Provucrs 











ALWAYS NEEDED! 
A List of 


WHOLESALE 
HARDWARE 
HOUSES Giving 


Names and Addresses; Capitaliza- 
tions; Lines Handled; Territories 
Covered; Number of Men Travelled; 
Names of Officers and Buyers. 


Useful for 


PERSONAL SALES CONTACTS 
CREDIT DEPARTMENT 
DIRECT MAIL WORE 





Price $10.00 a Copy 
Cheek with Order 


HARDWARE AGE VERIFIED LIST 
239 W. 39th 8T.. NEW YORK, N. Y. 









‘OPEN- AL L SET 


MODERN KITCHEN roars | 
Con Oyraes Jor Opener - Baile Oine 


+B ache Tote tae Capewne Feery I be of Contes 
joan stibkon, 


Here’s the Answer 


to the householder’s prayer for a 
sure and easy way of opening every 
type of container that comes into 
the home. 


THE EDLUND 
OPEN-ALL SET 
of 
Modern Kitchen Tools 












CAN OPENER — JAR OPENER 
AND BOTTLE OPENER 


Can be sold at a special price and 
still allow a good profit. Ask your 
jobber or write direct for details. 


EDLUND CO. 
BURLINGTON VERMONT 





Smartiy packaged to muxe an 
ideal bridge prize or kitchen 
shower gift. 
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“WHO MAKES IT?" 


Information regarding sources of supply as pro- 
vided readers of Hardware Age by the “Who Makes 
It?” editor is here presented as an aid to others in 
the trade who may be seeking the same articles. 
The inquiries reproduced have been selected because 
of their general interest to hardware merchants and 
buyers. This editorial feature in each issue supple- 
ments the service rendered by the “Who Makes It?” 
issue published on August 27, 1936. 





The “Who Makes It?” issue of Hardware Age enables you to quickly locate sources of 


supply and helps you answer many questions regarding brand names, products, etc. 


Cresco, Pa.: Who makes the Spry- 
wheel garden tractor?—J. A. Se- 


guine, Inc. 


ANSWER: H. C. Dodge, Inc., 
Boston, Mass. 


* & * 


Albany, N. Y.: Who makes the 
Continental gas range? — Albany 
Sales Agency, Inc. 


ANSWER: Continental Stove 
Corp., Ironton, Ohio. 


* + 


Hammond, Ind.: Who makes the 
Wyandotte washing compounds?— 
Calumet Equipment & Supply Co. 


ANSWER: J. B. Ford Sales Co., 
Wyandotte, Mich. 


Campbelltown, Pa.: Please fur- 
nish name and address of the manu- 
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facturer of the Carrier air condition- 
ing equipment.—A. M. Brandt. 


ANSWER: Carrier Corp., Ever- 
green & Lyle Sts., Newark, N. J. 


* * %* 


Fairfield, Conn.: Who makes the 
Peechee white shoe cleaner ?—Har- 
old W. Hartmann. 

ANSWER: Pee-Chee Cleaner Mfg. 
Co.. 871 E. 140th St., Cleveland, 
Ohio. 


* + 


Holyoke, Mass.: Who makes the 
Debevoise white cement paint?— 


Wells Hardware Co., Inc. 


ANSWER: Debevoise Co., 970 
Grand Ave., Brooklyn, N. Y. 


= 2 2 


Waterbury, Conn.: Please furnish 
name and address of the importer of 
Austrian grass scythes.—Pasternak 
Hardware Co. 


ANSWER: John H. Graham & 
Co., Inc., 113 Chambers St., N. Y. 
City. 

* & 


Lake Placid, N. Y.: Please advise 
source of supply for rubber lawn 
rakes.—Lake Placid Hardware Co., 
Inc. 

ANSWER: Sabin Machine Co., 
6536 Carnegie Ave., Cleveland, Ohio. 


es + 


Sumter, S. C.: Who makes the 
Lion mitreing machines? — Henry 
Bull. 


ANSWER: Pootatuck Corp., Lion 
Div., 2444 Main St., Stratford, Conn. 


* + 


New Orleans, La.: Please furnish 
name and address of the manufac- 
turer of the Hall fishing lines.—La 
Nasa Hardware Co., Inc. 

ANSWER: Hall Rod Works, 
Highland Mills, N. Y. 
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DEALERS ARE PILING UP PROFITS 
~ ON TURNER CAMP STOVES 


Jobbers everywhere report fine in- 
creases in volume due to our pol- 
icy of longer profit to the dealers 
on Turner Camp Stoves. 


Dealers should investigate this 
fast selling line of Camp Stoves 
if they have not done so. 


Four models to stock meet all de- 
mands and requirements of the 
purchasers. 


Consult your Jobber or write for 
complete information. 


Sycamore, Hil. U.S-Ae sii 
400 PARK AVE. 























Reorders 
Tell the 
Story! 


Proven the biggest seller 
in the 50c class—a low 
cost sprinkler that has 
Premax quality thruout. 
Get a sample QUICK! . 


PREMAX PRODUCTS 


Div. of Chisholm-Ryder Company, Inc. 
3801 Highland Ave. Niagara Falls, N. Y. 





























:SAND’S LEVELS 
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“Factory Built-In Accuracy”’ 


MASONS’ WOOD AND ALUMINUM 
CARPENTERS’ WOOD AND ALUMINUM 
TILE SETTERS’ WOOD AND ALUMINUM 
SAND‘S-STEVENS SURFACE AND LINE 


Catalog on Request 


SAND’S LEVEL & TOOL COMPANY « 


8631 Gratiot Ave. DETROIT, MICH. @ 
e@ee0e 














REAL sales representa- 
tives advertise in the 
"Sales Accounts Wanted" 
columns of the classi- 
fied advertising section 


of HARDWARE AGE. 
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| YOUR PROFIT IS PROTECTED 






















Hamilton Beach food mixers are sold 
through Wholesaler and Retailer—on 
our one-price, profit-protecting policy. 
There's a liberal! margin and full deal- 
er profit on every sale. 


NATIONALLY ADVERTISED 
Advertisements in leading magazines 
constantly tell your customers about 
the extra features of the Hamilton 
Beach. It's the food mixer to push for 
easier, more profitable sales. Order 
from your Jobber. Write us for free 
dealer helps. 

HAMILTON BEACH CO., Racine, Wis. 
Division of Scovill Manufacturing Company 


R. A. 


Other Good Six Sizes 


Sellers = 


Shoe Knives 

Oyster Knives 

Skiving Knives 

Rubber Knives 

— -, These Knives will make fast friends of your neigh- 

po ye borhood schools and colleges. . . . For 87 years 
the name R. MURPHY has been the trade mark of 
guaranteed quality and satisfaction in SLOYD 
and MANUAL TRAINING Knives. Can you afford 

to offer your trade less than the recognized stand- 

ard of excellence? 


Pruning Knives 
Oilcloth Knives 

Write for prices and new Catalog, just off the 
press. 








Slovo NIVES 


Excellence since 1850 


Butcher Knives 
Carton Knives 
Plaster Knives 
Kitchen Knives 
Stencil Knives 
Manual Training 
Knives 








Roofing Knives . 
Shirt Cutters Robert Murphy's Sons Co. 
Handles Ayer, Massachusetts 








PORCELAIN ENAMEL 
INSTITUTE, 1nc 

612 NORTH MICHIGAN 
AVENUE e CHICAGO 








Please send me, abso- 
lutely free, a copy of 


your new, easy-read- 
ing, profusely illus- 
trated sales 


on Porcelain Enamel. 


l 
I 
I 
manual j 
I 
| 


Name 





Firm 





Address 
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CLASSIFIED OPPORTUNITIES SECTION 





Positions Wanted Advertisements 


at special rate of one cent a word, mini. 
mum 50 cents per insertion. 


All Other Classifications 


Set Solid, Maximum of 50 words... .$3.00 
Each additional word...........+. 06 
All Capitals, Maximum of 50 words.. 4.00 
Each additional word...........+:+ .06 


Allow Seven Words for Keyed Address 
Boxed Display Rates 


B Ome cccccccccccccccccscesesess $5.00 
Fach additional inch..........+6+5 4.00 


Discounts for Consecutive Insertions 
4 insertions, 10% off; 8 insertions 15% off. 
Due to the special rate, these discounts do 
not apply on Positions Wanted Advertise- 
ments 


— 7 oe 
REMITTANCE MUST ACCOMPANY ORDER 
Send check or money order. 
not currency. 
—_—~e— 
HARDWARE AGE is published every other 
Tharsday. Classified forms close 13 days 








previous to date of publication. 


Use this section to reach Hardware Manufacturers, Manufacturers’ Agents, 
Jobbers, Jobbers’ Salesmen, Retailers and Retail Salesmen 


¢ CLASSIFIED ADVERTISING RATES 


NOTE 
Samples of Literature, Mer- 
chandise. Catalogs, etc., will 
not be forwarded. 


Address your correspondence and replies to 


HARDWARE AGE 
Classified Opportunities Dept. 
239 West 39th St., New York City 











HELP WANTED 





SALES EXECUTIVE FOR WHOLESALE 
AND retail hardware business located in Eastern 
New York. Must be thoroughly experienced in 
sales promotion work and store management. 
References furnished subject to rigid investiga 
tion as to capability, reliability and integrity. 
Address Box C-601, care of Harpware AGE, 239 
W. 39th St., N. Y. City. 


RETAIL CLERKS OPPORTUNITY. LARGE 
NEW YORK distributor will train one or two 
young ambitious retail clerks, thoroughly experi- 
enced hardware, house furnishings, plumbing, elec- 
trical supplies; be in line fer open territory. Must 
have the following additional qualifications: pleas- 
ing personality, neat appearance. State salary, full 
details. Letters kept strictly confidential. Ad- 
dress Box C-577, care of Harpware Ace, 239 
W.. 39th St., N. Y. City. 


BUSINESS OPPORTUNITIES 





‘TIVE and POPULAR HARDWARE STORE 
BEST KNOWN TOWN IN IDAHO—IN CEN 
TER of IDAHO'S BEET, POTATO, BEAN 
and SUGAR BEET DISTRICT — Population 
14,000—Building permits to date for 1937, 
approximate over $1,000,000. Handle mostly 
shelf hardware, sporting goods, china ware, 
glass ware,—SPLENDID line home ware— 
No heavy hardware. Present stock about 
$45.000, can quickly reduce to suit buyer. 
BEST LOCATION in town—all modern fix- 
tures—-FIVE YEAR LEASE. Business PRAC- 
TICALLY CASH—no installments—book ac- 
count end of year five per cent of total busi- 
ness—if buyer wants to do credit or install- 
ment—business easily expanded to $150,000. 
AGE and health of present owners demand 
retirement. Unusually large trading area, 
SPLENDID opportunity for seetens person. 

Address Box C-6 
Care of HARDW ane AGE 
239 W. 39th St., New York City 














MERCIIANDISE WANTED—I BUY FOR 
cash small or large lots of manufacturers’ close 
outs, jobbers’ surpluses and any discontinued 
items in the hardware and harness line. Write 
me what you have to offer. Address Harry J. 
Fpstein, 815 Central St., Kansas City, Mo. 


FOR SALE: A RAPIDLY GROWING AND 
PROFITABLE HARDWARE BUSINESS LO- 











CATED IN A_ THRIVING RURAL COM- 
MUNITY IN NEW JERSEY. WILL DO 
OVER $40,000. THIS YEAR. FULL DE- 


TAILS MAY BE HAD ON APPLICATION. 
ADDRESS BOX C-600, CARE OF HARD- 
WARE AGE, 239 W. 39TH ST., N. Y. CITY. 





FOR SALE—HARDWARE STOCK AND 
fixtures invoicing $4, 000. Located in a rich 
farming community in the corn belt in eastern 
Illinois about eighty miles from Chicago. Town 
of 600 with large wealthy farming territory to 
draw from. Clean stock, rent reasonable, good 
opportunity. Address Box C-602, care of Harp- 
ware Ace, 239 W. 39th St., N. Y. City. 








BUSINESS OPPORTUNITIES 


SALES REPRESENTATIVES WANTED 








FOR QUICK SALE. 1,849 shelf boxes as- 
sorted sizes, all new, priced low for immediate 
sale. Write for list of sizes and prices or tell 
us what you need—we may have it. Address 
Box C-604, care of Harpware AcE, 239 W. 
eh St.. N. Y.. City. 


SALES REPRESENTATIVES WANTED 


HICKORY HANDLES 
One of the oldest and most substantial manufacturers 
of hickory tool handles desires representation in the 
following cities and surrounding sections: Chicago, 
Cleveland, Detroit and Pittsburgh, also in the State 
of New York outside of Manhattan district and in 








New England. Prefer those with successful experi- 
ence in selling hickory tool handles. Our line is 
unsurpassed by that of any other factory and stands 
high in many markets of the country. 
Address Box = = care of sHARDWARE AGE 
239 39th St., N. Y. City 











SALESMEN NOW CALLING ON JOBBERS 
and builders’ hardware dealers, who can carry a 
side line, to represent old-established concern. 
Several territories open due to expansion. Give 
references, lines handled and territory covered. 
Our salesmen advised of this ad. Address Box 
C-605, care of Harpware Ace, 239 W. 39th St., 
N. Y. City. 





SALESMEN—OR DISTRIBUTORS WITH 
CARS preferred, but not essential. Now calling 
on builders’ hardware trade or building material 


dealers. All territories open. Good side line. 
Commission basis. Splendid 4p * gues + State 
experience and _ territory covered. Address— 


National Metal Art Mfg. Co., Inc., 420—12th 
Street, _ Brooklyn, _ =e 


SALESMAN WANTED TO REPRESENT 
WELL-KNOWN manufacturer of taps, dies and 
screw plates in large trading areas. Must have 
a following in the retail hardware and large in- 
dustrial trade. Commission and protected terri- 
tories guaranteed. All communications confiden- 
tial. Address—Charles E. Vautrain Associates, 
Inc., Advertising Counselors, 560 Dwight Street, 
Holyoke, Mass. 








SPECIALTY SALESMAN WANTED IN 
MILWAUKEE, Illinois (outside Chicago), Mem- 
phis, New Orleans, Louisville, Philadelphia, Pitts- 
burgh, and all Southern States. Group of fast- 
selling hardware specialties selling to hardwares 
and lumber yards. Full protection and coopera- 
tion. Buy merchandise, sell, deliver, collect— 
finance yourself-—your own business. Address 
Box C-561. care of Harpware Ace, 239 W. 
39th St.. N. Y. City. 





SALESMEN—TO REPRESENT OLD ES- 
TABLISHED saw manufacturer offering com- 
plete line of saws, including crosscut saws and 
hand saws, to the hardware trade, opportunity to 
sell hardware jobbers and hardware dealers. Must 
travel most time and have experience selling 
hardware jobbing trade. Give full details in first 
letter stating age, education, lines now carried, 
territory covered and how often. Address Box 
2 = of Harpware Ace, 239 W. 39th St., 

ity 








WANTED — SALE REPRESENTATIVE, 
COVERING METROPOLITAN New York and 
nearby cities, with strong following in the hard- 
ware trade to take on a line of paint brushes 
on commission basis. Address Box C-613, care of 
Harpware Ace, 239 W. 39th St., N. Y. City. 


MANUFACTURER DESIRES SALESMEN 
TO CARRY compact new safety device as a 
side line. Simple yet distinctive features make 
demonstration easy. Prefer those calling on hard- 
ware, paint, or building maintenance concerns. 
Liberal commissions. State firms represented and 
territory covered. Address—Safe-T-Grip Ladder 
Shoe Co., 284 Montgomery St.,- Bloomfield, N. 


SALESMEN WANTED WITH FOLLOW- 
ING AMONG RETAIL HARDWARE AND 
DEPARTMENT STORES TO SELL COM- 
PLETE LINE OF POPULAR - PRICED 
SPORTING GOODS SUCH AS FOOTBALLS, 
BOXING GLOVES, BASEBALLS, BASEBALL 
ares ES, ETC. FOR NEW YORK, NEW ENG- 
LAND AND SOUTHERN STATES. CAN BE 
CARRIED WITH OTHER ALLIED LINES. 
GOOD PROPOSITION FOR RIGHT MEN. 
STATE FULL PARTICULARS. ADDRESS 
BOX C-611, CARE OF HARDWARE AGE, 
239 W. 39TH ST., N. Y. CITY 











SALES ACCOUNTS WANTED 


EASTERN FACTORY LINES WANTED 
FOR Washington and Oregon. Have had 25 
years’ experience and know all dealers in Wash- 
ington and Oregon. Dishes, pottery, glassware are 
preferred, but will accept other lines. Address— 
Rafter & Company, Mt. Vernon, Washington. 


I AM SELLING PRACTICALLY EVERY 
good hardware account in the states of Oregon, 
Washington, Idaho and Montana. Cover the terri- 
tory regularly and will be glad to hear from manu- 
facturers wanting representation. Address Box 
C-612, care of Harpware Ace, 239 W. 39th St., 
N. Y. City. 

MANUFACTU RERS’ AGENT, WELL 
KNOWN IN eastern territory, seeks two or three 
non-competing lines. Has following among both 
wholesale and retail trade and can furnish any 
required references as to character, ability, etc. 
Address Box C-615, care of Harpware AGE, 239 
W. 39th St., N. Y. City. 


MANUFACTURERS’ AGENT COVERING 
CLEVELAND AND Northeastern Ohio terri- 
tory, well established with architects, contractors, 
hardware and lumber jobbers and dealers, desires 
one or two additional lines on commission basis. 
Particularly interested in builders’ hardware or 
kindred lines. Address Box C-609, care of Harp- 
ware AcE, 239 W. 39th St., N. Y. City. 


DO. YOU NEED REPRESENTATION 
THROUGHOUT CANADA? WE WOULD 
LIKE TO ADD A FEW REPRESENTATIVE 
LINES THAT HAVE MERIT AND WILL 
GUARANTEE THOROUGH AND _ CONSCI- 
ENTIOUS COMPLETE 
STOCKS WILL 
LINE WE REPRESENT. WRITE GIVING 
FULL PARTICULARS TO BOX C-610, CARE 
OF HARDWARE AGE, 239 W. 39TH ST., 
N.Y. C8Fry®. 
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SALES ACCOUNTS WANTED 


POSITIONS WANTED 





POSITIONS WANTED 





WANTED—HARDWARE LINES. MANU- 
FACTURER’S REPRESENTATIVES | desire 
to contact manufacturers of hardware items suit- 
able for sale to both hardware jobbers and chain 
stores. Twenty years’ experience. Cover Indiana, 
Illinois and Wisconsin. Two men financially re- 
sponsible, exceptional chain store connections. Ad- 
dress Box C-599, care of Harpware Ace, 239 W. 
39th St.. N. Y. City. 


POSITIONS WANTED 


Hardware Personnel 


Our files centain applications of several hundred ex- 
perienced and well trained employees in the hard- 
ware industries. 
NO CHARGE TO EMPLOYERS FOR THIS 
SERVICE 


If we can be of any help to you, just phone 
ASSOCIATED PLACEMENT BUREAU 
152 West 42nd Street New York City 
WIS. 7-1802, 1803 




















EXPERIENCED SALESMAN’ WITH 
STRONG FOLLOWING among jobbers and 
chain stores in the southwest desires connection 
with reliable manufacturer as sales representa- 
tive. Know the territory and know merchandis- 
ing, have clean successful record and first-class 
reterences. Correspondence invited. Address— 
P. Y. Box 2737, Dallas, Texas. 





SALESMAN, 39, CHRISTIAN, MARRIED, 
15 years’ experience enameled steel kitchen and 
hospital utensils to wholesalers and large depart- 
ment stores. Past 5 years city salesman, office 
manager with New York City porcelain steel 
specialty distributor to wholesale plumbing and 
store fixture contracting trade. Address E.M.F., 
Room 614, 200 Fifth Avenue, N. Y. City. 





YOUNG MAN, 25, WITH FOUR YEARS’ 
experience in retail hardware desires permanent 
connection with retail or wholesale firm where 
future is definite opportunity. Good education, 
best of references as to character, experience, hon- 
esty. Free to locate, East preferred. Address 
Box C-607, care of Harpware Ace, 239 W. 39th 
St. WW. ¥. City. 





BUILDERS’ HARDWARE MAN WITH 
FIFTEEN years’ experience in Southeastern 
States as layout man, estimator and purchaser, 
available for connection about August first. Ad- 
dress Box C-593, care of HarpDWaRE AcE, 239 
W. 39h St.. N. Y. City. 





RETAILERS AND WHOLESALERS! 14 
YEARS’ EXECUTIVE experience capably qual- 
ifies me for the following positions: store man- 
ager, buyer, promotional sales work, correspond- 
ent and similar duties in hardware, housefurnish- 





ing and mill supply fields. Age 35, Christian, 
married. Locate within 200 miles New York 
City. Immediate position desired should offer 
opportunity to display ability as well as present 
responsibility and future. Address Box C-608, 
care of Harpware AGrE, 239 W. 39th St., N. Y. 
City. 


DO YOU NEED AN EXPERIENCED young 
man to assist you in your hardware business? 
Twenty-five years old, college education, have had 
valuable experience with one of the country’s 
largest chain stores in the hardware department. 
Can buy, merchandise, manage and sell. Would 
prefer Metropolitan area but am open to a good 
offer outside. Address Box C-616, care of Harp- 
WARE AGE, 239 W. 39th St., N. Y. City. 





EXPERIENCED HARDWARE MAN 
TWENTY YEARS’ experience in both whole- 
sale and retail hardware, electrical appliances, 
builders’ hardware and housefurnishings. For 8 
years buyer and manager of successful store. At 
present employed but desirous of proving my abil- 
ity. Age 34, married: can furnish best of 
references. Pennsylvania or nearby state pre- 
ferred. Address Box C-614, care of HARDWARE 
AcE, 239 W. 39th St., N. Y. City. 





MANUFACTURERS’ SALES PROBLEMS— 
ANALYSIS — SURVEYS — distribution — mar- 
keting. Experienced. Also knowledge of build- 
ers’ general and specialty lines, having traveled 
most of the United States. Would accept for time 
of part or entire problem. Address Box C-475, 
care of Harpware AGE, 239 W. 39th St., N. Y. 
City. 


SALESMAN AVAILABLE KANSAS, MIS- 
SOURI, NEBRASKA or lowa, carry out plans 
and policies for promotion of sales, develop new 
channels for factory lines, domestic, imported, in 
connection with hardware and _ kindred trade 
Thoroughly experienced hardware and _ specialty; 
wide acquaintance, with successful sales record. 
Address Box C-603, care of Harpware AGe, 239 
W. 39th St., N. Y. City. 








BUILDERS’ HARDWARE MAN SPECIAL- 
IZING IN detail work in connection with contract 
jobs. Twelve years’ experience in same capacity 
with a leading manufacturer. Thorough knowl- 
edge of plan reading, take-offs, preparaing sched- 
ules, master key and template work. Finest of 
credentials. Seeks an opportunity with a manu- 
facturer or large wholesaler. Salary secondary 
to opportunity. Single and can locate anywhere. 

ow in East. Know all lines although Russwin 
is preferred. Address Box C-596, care of Harp- 
warE Ace, 239 W. 39th St., N. Y. City. 





METROPOLITAN AREA, NEW YORK 
CITY has been the scene of my selling experi- 
ences for more than twenty-five years with one 
well-known manufacturer whose products are 
favorably known throughout the hardware, mill 
supply and related trades and industries in this 
territory. For fifteen years of this time I have 
been New York manager for this company with 
whom I am still connected and with whom I 
may continue indefinitely. But to continue means 
continuous wide-spread traveling. I prefer to do 
a concentrated sales job in this area and believe 
my greatest usefulness, among my largest fol- 
lowing in these trades, is here. Have successful 
record and invite closest scrutiny among ac- 
ceptable references. Address Box C-587, care of 
Harpware AcE, 239 W. 39th St., N. Y.. City. 
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Which Classification 
Are You Interested In? 


Whether you want to buy or sell a paying hardware 
business—or seek dependable sales representatives—or 
contact some desirable sales accounts—or secure a good 
position in the hardware trade—or need help for your 
expanding business—or wish to market a worthy prod- 


uct — use the Classified Opportunities Section of 


Your advertisement in this section will put you in touch 
with the particular “CLASS” you want to reach. Year 
after year Hardware Age has led its field in both the 
volume and results of its classified advertising. It enjoys 


the confidence and following of the hardware trade. 


HARDWARE AGE 


A Chilton Publication 
Classified Opportunities Department 
239 West 39th Street, New York, N. Y. 


A.B.C.—Charter Member—A.B.P. Inc. 
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An Important Lesson in Cause and Effect 


hardware men are increasingly 
ma, interested in reading Hardware Age 


—as witness the 
five year increase 
of voluntary paid 
subscriptions— 





Wea Hardware Age has so intimate a part in the buy- 


ing and selling function of the hardware trade that 
its distribution Ee Se ee 
fits the 


Hardware Trade 


this 





| yr emnenge v4 acclaim Hardware Age as the paper to use for 
effective delivery of their messages with the result their 
number j,., « « x 


v 


‘3 ‘4 ‘35 . 


and 


their 


Ss 


space 


increased 





© Harpware Ace 


‘ Executive Office MintnU ‘Iph 
Fdhrpewr Sales Offices: 239 West 39th Sinaak New York,NY. 


A. B.C. * Charter Member * A.B.P. 
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TORCHES 
KNOWN 


») EVERYWHERE 
CLAYTON & LAMBERT MFG. CO. 


DETROIT, MICHIGAN 








BOMMER| 


are the best of each type obtainable by the 
merchant to insure a satisfied customer. 


TYPE 960 
N; Y. 


TYPE 2100 TYPE 980 TYPE 900 
BOMMER SPRING HINGE CO., Brooklyn, 











Easy Sales and 
Big Profits Hang _ 
on Small Items like § 


MOORE 


PUSH-PINS and 
PUSHLESS HANGERS 


And these easy sales will double 
or triple when this handsome dis- 


FREE! 


Compact, 
all-metal, 
revolving 
display 
cabinet 
with each 
assort- 
ment ot 


72 packs. 





2 play cabinet is —— in sight. Na- 
7 tional advertising has taught your 
customers the need for these 

, handy products, already in use in 
ye most homes, but thereis a growing 
need for more . . .a need which this 
cabinet will quickly bring to mind. 


MOORE PUSH-PIN CO. 


Manufacturers of MOORE Push-Pins 
and MOORE Pushiess Hangers 


113-125 Berkley St., Philadelphia 











Genuit°hQMES 2% SILENCE 
SLIDE SILENTLY - SOFTLY- SMOOTHLY 
40c SET -10c SET - 10c SET SAVE FURNITURE 

5) 1  . __(\"& FLOORS-CREATE QUIET 


Name ‘Domes of Silence"’ 
on each genuine Glide. 








Domes of Silence 
Rubber Cushion Glides 
For Tile, Marble, Cement and Bathroom Floors. 
Noiseless. Sizes for metal beds, wood beds, large 
chairs and all furniture. 








Ask your Jobber. If he is not supplied write to 


DOMES of SILENCE, Inc., 35 Pearl St. N.Y. C. 
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“CONTROLLED 


A New Principle 
of 
File Construction 





Means Faster 
Filing 
Increased File 
Sales 


| MICHOLSON FILE COMPANY 
Providence, R.1., U. $. A. 


| 
| 
| 
| 


PATENTS PENDING 


A» FILE FOR Every PURPOSE 








ey BRUSH-NU COMPANY 


/ BALTIMORE MARYLAND 











MOLDED RUBBER GOODS 
7 & = & > 


We stock a complete assortment of rubber 
tips and bampers. and are equipped to mane- 
facture most anything for your special re- 
quirements. Catalogue No. 60 on request. 


ELASTIC TIP igen 
370 Atlantic Ave., Boston, 
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| ‘Aanle ALLEN Scores 
LLEN's ‘DUO Hes 


cro ropes GREATEST HEATER IMPROVEMENT 
IN A DECADE 


sal (, / { 

: The Allen Parlor Furnace, long famous for its unequalled efficiency 
in heating by natural air circulation, now adds the matchless per- 
formance of “Directed Heat.” Tosee this new Allen is to appreciate 
the tremendous sales significance of this important advance. 















































No longer is it necessary to waste fuel overheating a part of the 
house in order to secure uniform warmth. If there is a cold corner, or 
frigid spot near door or window, a touch of the finger will send a 
wave of radiant heat in that direction, giving a degree of comfort 
never before possible with any heater. 


The new Allen is the most beautiful heater on the market; by long 
odds the most flexible and efficient. Heating unit easily rates a third 
to a half greater heating capacity than other heaters with equal 


size cabinets. 


etait, sane Line up with ALLEN—sell “Directed Heat”—make this your ban- 
RR testers: oO ner year in sales and profits. Write today for full details of the Allen 
1—Radiant Heat Directed Where You Want It. Franchise. 


tc a 


CONTINENTAL 
SCREW COMPANY 
New Bedford,Massachusetts 


Warehouses at 
DETROIT and CHATTANOOGA 
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